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Hundreds of thousands of tool users 
buy this plier every year... anit 


DO THEY BUY IT 
FROM YOU ? 


Every year hundreds of thousands of tool users... 
including your customers... lay their money on the line 
for the Channellock No. 420. They say no other plier does 
so many jobs so well. That’s why it will pay you to stock it 
... Catalog it. . . display it up front. You'll like the fast 
turnover and the extra profits of America’s fastest selling 
plier. Send for our new catalog. 


CHAMPION DeARMENT TOOL COMPANY © MEADVILLE, PENNSYLVANIA 


IT’S PROFIT-WISE TO STOCK THE GENUINE CHANNELLOCK LINE 
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' BETTER BUY NATIONAL | | 


“NAT” STANDS OUT 


for one-source buying 


Want to reduce your fastener handling and ordering problems? 
Switch to one-source buying. National stands out as your most logical single source 
because: 1. It’s the complete line. 2. Packaging is uniform, colorful, with buy appeal. 
3. Color-coded labeling makes stock handling easier. 4. Quality is unsurpassed, 

assures constant customer satisfaction. 
Standardize on National and eliminate costly prob- 
lems of multiple-source buying and handling. Sell 
National, and you'll be selling the complete quality 

4) 


; line—the one that stands out. 
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Ask Your Distributor... He Knows 


CLEVELAND 4, OHIO 
| a Pacific Coast: National Screw & Mfg. Co. of Cal. 


ED 
Lf THE NATIONAL SCREW & MFG. COMPANY 


| 


3423 South Garfield Ave., Los Angeles 22, Cal. 
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AUTOMATIC-BALER WIRE 


meets ASAE specifications 

uniform gage, annealed, 
fits all modern balers 

packed in handy cartons 


BARBED WIRE 


top-quality galvanized 
evenly twisted strands, 
well-wrapped barbs 
80-rod reels in all popular 
2 pt and 4 pt styles 


BOLTS AND NUTS 


all standard sizes and styles 
packed in sturdy 
easy-to-identify cartons 


NAILS, BRADS, AND STAPLES 


bright, blued, galvanized, 
or cement-coated 
all popular styles and sizes 
in handy 50-lb cartons 








GALVANIZED STEEL 
ROOFING AND SIDING 


easy-to-install, zinc-coated 
4styles—V-Crimp, corrugated, 
Roll-roofing and Stormproof 
(non-siphoning) 
all matching accessories 


WOVEN-WIRE FENCE 


long-lasting sturdy design 
rust-resisting, zinc-coated 
meets every farm need: 
for poultry, 
cattle, orchards, etc. 


STEEL FENCE POSTS 


strong and easy-to-drive 
new-billet steel, painted green 
three styles as shown 


For fast delivery of even a silo-full of these 
quality steel products for farm and home, call your nearest 
Bethlehem sales office or hardware jobber. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. Export Distributor: Bethlehem Steel Export Corporation 
al H C EH EF M 


BETHLEHEM STEEL Bia 
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The point is... 
you do the right thing 
when you 


sel AETNA 


Your customers get a cord that’s really tough. 
You build your reputation for quality. Your 
customers get clean cord. You and your cus- 
tomers get two guarantees with AETNA — 
Samson’s and Good Housekeeping’s — easier 
selling, plus the satisfaction of knowing you’re 
doing the right thing. 


f : 
Samson Cordage Works EVANS 


Manufacturers of world famous Spot Cord® =I 
BOSTON 10, MASS. 
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BUSINESS TRENDS 


> Business Outlook 


At the year's halfway mark, business is mixed -- good at the retail 
level, but slow for producers. Retail sales in May were the 
second highest ever reported, but on the other side of the 

fence, production has been down. In mid-July steel production 
slipped under 50% of capacity, its low point of the last 11 years. 
But with retail sales strong the feeling is that factory output 
must head up again soon if pipelines are to remain filled 

with consumer goods. One good sign is the rise in employment and a 
lengthening of the factory work week. Generally the outlook 

for business is neither recession nor boom, but more probably a 
high-level stability. 

















> Construction 


Though off to a slow start this year, construction ac- 
tivity could provide strong support for a pickup in 
business during the fall months. Housing starts, ata 
rate of 1.3 million so far this year will be pepped up 
by easing money interest rates, reduced down payment 
on FHA loans, and perhaps some further financial as- 
sistance from the government to lending agencies. 














> Retail Sales 


Continuing growth in employment and income outside of manufactur- 
ing is a chief reason why consumer demand has held up so well during 
a time of low production. Income in May hit an annual rate of $399.4 
billion in May, 5% above 1959. Retail sales in May dipped slightly 
under April's all time record of $18.9 billion, but they were still 
1% above a year ago. Sales of durable goods were about 2% under the 
1959 period. 








> Minimum Wage 


Before adjourning, members of the House of Repre- 
sentatives voted a $1.15 minimum wage and extended 
coverage to workers of certain retail chain 
stores. When Congress reconvenes this month there 
may be a drive to pass the Kennedy bill which would 
increase the hourly minimum to $1.25 and expand 
coverage to 5 million new workers. The House 
version probably will be finally accepted. 











> Farm income 


In the first five months of 1960 cash receipts from market- 
ings have totaled $11.4 billion, 2% below the 1959 period. 
Though the volume of marketings has been larger, prices have 
been lower. Receipts from livestock and products amounted 
to $7.5 billion, off 1%, while crop receipts totaled $3.9 
billion, down 4%. 
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“ . thinks she can hold me with NIXDORFF chain, does she?” 











there’s STRENGTH in a name 


NIXDORFF—the chain of fame—a vital 
link in America's progress for 106 years. 


Packaged for profits 
chain packs, drums, and Merchaindiser 


NIXDORFF-KREIN MFG. CO. 


ST. LOUIS 6, MO. 


WELDED AND WELDLESS CHAINS CHAIN ASSEMBLIES / CHAIN SPECIALTIES / WAGON AND TRUCK HARDWARE 
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FACTS & FIGURES 


June Sales by Southern Wholesalers 
Only Slightly Under 1959 Levels 


THOUGH SALES by Southern 
hardware wholesalers in June were 
under the 1959 month, the per- 
centage loss was less than in 
earlier months this year. 

In the Southeast, sales aver- 
aged 4.4%, less than in June, ‘59, 
while in the Mid-South the aver- 
age decline was 2.5%. Whole- 
salers in the Southwest were on 
the plus side of the ledger, re- 
porting an average sales gain for 
the month of 1.5%. 

The monthly survey conducted 
by SOUTHERN HAR WARE dis- 
duns that in the year's first six 
months, sales by Southern distrib- 
utors averaged 5.2°%/, under the 
January-June period of last year. 


For the six-month period, the 
sales decline was heaviest among 
Mid-South wholesalers, the aver- 
age drop being 6.4%. South- 
eastern wholesalers followed with 
an average loss of 5.4%. The 
average loss among Southwestern 
distributors was 4.2%/,. 

In the number of days’ business 
on the books Southeastern whole- 
salers led with an average of 46.8 
days closely followed by the aver- 
age of 46.2 in the Mid-South. 

Inventory levels were up only 
moderately in June in the South- 
east and Southwest and declined 
an average 3.6%, in the Mid- 
South. For the entire South, the 
average gain was less than 1%. 





WHOLESALE HARDWARE SALES AND INVENTORIES 





SALES 


INVENTORIES 





Percent Change 


| Percent Change 


No. ary 





GEOGRAPHICAL 
DIVISION 


| June 1960 |6 Months ‘60. 


19 
(on the =r > 


from 
June 1959 





SOUTHEAST —4.4 —5.4 


MID-SOUTH —2.5 —b.4 
SOUTHWEST +1.5 42 
ENTIRE SOUTH —1.9 —5.2 





| June 1959 9 |6 on Months ‘59 June | 
wal 
| 
| 


| 


46.8 +2.6 
46.2 —3.6 
41.5 | +1.3 
“8 + 6 








Geogra pale divisions: Southeast (W. Va. 


Va., S. C., N. C., Ga., Fla.) Mid-South (Ala 
Tenn., ., Miss.) Southwest (La., Ark. , Okla., Tex.) 


@ Retail sales are being 
shored up by high-level 
employment and personal 
income. Employment in 
May hit 67,200,000. Per- 
sonal income was at an 
annual rate just shy of 
$400 billion. 


@ In the next few months 
wholesaler trade shows 
will be held throughout 
the South. Dealers should 
make plans now to take 
advantage of special 
prices and extended 
dating in many instances. 
It's an easy way to see 
what's new, get good 
buys, check new merchan- 
dising ideas. 


@ There'll be no shortage of 
buyers in the years ahead. 
By 1965 the number of 18 
year olds will rise 50%. 
The number of workers, 
reports the Bureau of 
Labor Statistics, will in- 
crease to 87 million in 
1970. The gain will be 
50°, greater in the 60's 
than in the 50's. 


@ June auto sales were best 
for that month since 1955 

. prices of durable 

goods have been steady 

in recent weeks . . . de- 
partment store sales in 
June topped May but 
were under April's record 


high. 
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The nearsighted MISTER MAGOO 























Fur tee tO ry 
New G& HOMEUNE 
on Site een Mone ws 








“My friends, I want to thank you for this public demonstration of support in my crusade against 
eyestrain. I stand firmly on a platform of General Electric Soft-White Bulbs for everyone!” 











cae'wn ATLAS FOR BuLss 


CAMPAIGN STARTS SEPTEMBER 19TH. You'll see the greatest con- 
centration of local TV spots ever put behind any light bulbs. You'll hardly 
be able to turn on a TV set without having Mister Magoo sell you a 4-pack 
of General Electric Soft-White bulbs! 


100 LOCAL MAGOO TV SPOTS, in each of 125 top markets, will blanket 
269 stations covering 95% of American bulb buyers. 


55,647,000 MAGAZINE READERS will be urged to “vote for Magoo and 
and G-E bulbs too” in big ads in LIFE, Sept. 19th (shown above) and 
POST, Oct. Ist. 


SUPPLEMENTARY DISPLAYS AND SPECIAL MERCHANDISERS, all 

featuring Mister Magoo and G-E Soft-White bulbs, will be available for 

all types and sizes of stores. Order yours now! Ask your General Electric 

bulb representative or write General Electric Company, Large Lamp 

Dept. R-08, Nela Park, Cleveland 12, Ohio. 

WIN A G E or one of 49 G-E “Shirt Pocket” Transistor radios in 
- a special contest for General Electric bulb dealers. 


TV SET Ask your G-E bulb man for full details—also for 
your local schedule of Magoo TV spots! 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 








IT’S 
EASY 


TO SEE 
THE BEST 
BULBS,ARE 











Mister Magoo runs for office on a plat- 
form for profits for you—in the zaniest, 
rip-roaringest, sellingest TV campaign ever— 
starting September 19th. Get set for biggest 
profits . . . stock up on G-E Soft-White 
bulbs now! Be farsighted. Tie in and win 
with the nearsighted Mister Magoo! 
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INDUSTRY NEWS 


Tolleson to Represent 
Portable Electric Tools 


VERN T. TOLLESON, manufac- 
turers’ representative with head- 
quarters in Atlanta, Ga., has been 
named to represent Portable Elec- 


Vern T. Tolleson 


tric Tools, Inc. in the states of 
Georgia, Alabama, and Mississippi. 
The appointment became effective 
in July. 

The Chicago firm announced 
that Tolleson will contact hard- 
ware, electrical, and _ industrial 
supplies distributors. 


@ 


Henry Pelton Resigns as 
Stanley Vice-President 


HENRY V. PELTON, a divisional 
vice-president of The Stanley 
Works, New Britain, Conn., has 
announced his resignation, effec- 
tive August 1, to take the position 
of vice-president, operations, of 
Dunham-Bush, Inc. at West Hart- 
ford. 

Pelton’s entire business career 
has been with The Stanley Works, 
beginning in 1933. 


Sales Change Announced 
by Lufkin Rule Co. 


J. H. WALSH has been named to 
succeed Gordon R. Carpenter as 
Eastern Division sales manager by 
The Lufkin Rule Co., Saginaw, 
Mich. The move will permit Car- 
penter to devote all of his time to 
the management of the Middle- 
town, N. Y., Manufacturing Divi- 
sion and office, according to E. H. 
Meibeyer, vice-president. 

Jack Walsh joined Lufkin in 
1956 as merchandise manager. 
Previously he was with the Na- 
tional Retail Hardware Associa- 
tion in Indianapolis and the New 
England Hardware Association in 
Boston. Walsh will make his head- 
quarters in the Greater New York 
area. As sales manager of Lufkin’s 
Eastern Division, Walsh will be 
supervising the activities of sales- 


J. H. Walsh 


men in New England and the Mid- 
dle Atlantic States, including 
Washington, D. C. 


R. Phillips Awarded D.S.A. Trophy 





W. R. Phillips of Corpus Christi Hardware Co. was announced as winner of the 

Distinguished Salesman's Award in a contest sponsored by the Corpus Christi 

Sales Executives Club. Associated with the firm for 32 years, for the past 15 

he has been at or near the top of the sales force as its representative in the 

lower Rio Grande Valley. Mr. and Mrs. Phillips are shown receiving the D.S.A. 

Trophy from Joe F. Wood, left, president of Corpus Christi Hardware, at a 
banquet held by the Sales Executives Club. 
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A PENN REEL DEALER SAYS... 


“There’s no competition for PENN REELS because 
it is the Finest Salt Water Line in the World” 


Mr. Ray Eyler, Eyler’s Sport Shop, Ardmore, Pa. 
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PENN SQUIDDER 

For Surf Casting 
Ray Eyler is typical of the many sporting goods 
dealers who carry the PENN line. He says: “‘I know 
tackle and I want the best here. That’s why I 
feature PENN reels. It is the most complete line 


available to any dealer and, it is made in America.” 


PENN reels give sporting goods dealers a com- 
plete quality line backed by service. Fishermen like 
the dependability of PENN reels and you will like A tie 
the customer good will and extra sales that usually x» 

; PENN SENATOR 


go with a PENN reel sale. For Big Game Fish 


See your authorized PENN jobber A powerful consumer advertising 


about the PENN reel line for 1960. program 6 eratateining peck do- 
mand for the PENN reel line. 


PENN FISHING TACKLE MFG. CO. 


3028 W. HUNTING PARK AVE. «+ PHILADELPHIA 32, PENNA. 
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| Tt pays us to feature 


L-0-F Window Glass... 
right on the main floor, 


says C. A. MacDonald, Store Manager, Erie Builders Supply, Erie, Pa. 


“We display a 4’ x 8’ rack to show L’O’F Window Glass on our main selling 
floor—and find it a great sales advantage. It’s a constant reminder to our 
customers. People know the L’O-F label. 


“Our experience is that L-O’F quality and clarity are uniformly good—and 
that we have less wastage because it cuts cleaner. It seems less brittle. 


“‘Tust want to tell you also that we get mighty good service from our L-O-F 
Distributor. It’s L-O-F for us on all counts.” 











| 


c LOSED BACK 


New box rack needs only 12 sq. ft. of floor space 


Holds glass right in L’O-F’s self-storing plywood-side boxes. Easy to construct. Ask 
for blueprints of WG-3 Rack. Identify your glass department with new handsome 
sign, same as in photo at left. Only 15 cents from your L-O-F Glass Distributor (listed 
under ‘‘Glass” in the Yellow Pages). Distributors: order in cartons of 25 ($3.75) from 
L-O-F, 7280 Libbey-Owens:Ford Glass Building, Toledo 1, Ohio. 


LIBBEY-OWENS-FORD 
WINDOW GLASS 

The glass that cuts easier, snaps clean 
Toledo 1, Ohio 
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INDUSTRY NEWS 





Amarillo Hardware's Fall Market 
Is Scheduled for August 14-15 


DEALERS from throughout the 
six-state area served by Amarillo 
Hardware Co. are expected to visit 
the company’s third annual Fall 
Merchandise Market which will be 
held on Sunday and Monday, 
August 14 and 15. 

The market, which presently is 
shaping up as the company’s 
largest to date, will be held in the 
Commercial Exhibits Building at 
the Tri-State Fair Ground in 
Amarillo. 

More than 100 decorated booths 
will be used to display a wide 
variety of merchandise, much of 
which will be offered at special 
prices. In addition special dating 
will be given on orders placed at 
the show. 

To assist visiting dealers, more 
than 100 factory representatives 
including a number of national and 
district sales managers will join 
with Amarillo Hardware’s own 
sales force in serving visiting deal- 
ers. 

In addition to Texas customers, 
the company expects dealers from 
Arizona, New Mexico, Colorado, 
Kansas, and Oklahoma, to visit the 
show. Some of these will come 
from points as far away as 500 
miles or more. Barbecue will be 
served each day to visitors. 

Hundreds of dollars worth of 
booth prizes will be awarded in 
addition to a valuable grand prize 
which will be given on the last 
day. 

On Saturday, August 13, Am- 
arillo’s 40 salesmen will devote 
that entire day to familiarizing 
themselves with the merchandise 
so as to be able to serve their 
customers more efficiently when 
the show opens. 


+ 


Albrightson Joins 
Union Fork & Hoe 


J. O. ALBRIGHTSON has joined 
the sales organization of The 
Union Fork and Hoe Co., Colum- 
bus, Ohio, as a district represen- 
tative, and will have as his terri- 
tory portions of West Virginia and 
Kentucky. He was formerly asso- 


12 


ciated with Henry Disston & Sons 
and prior to that was a sales 
representative for the O*Celo Co., 
now a division of Genera] Mills. 


+ 


Hy-Ko Products Is New 
Owner of Ohio Stamping 


ANNOUNCEMENT is made by Dan 
Leeds and Bert Ross, principals of 
The Hy-Ko Products Co., Cleve- 
land 3, Ohio, of the purchase for 
an undisclosed amount of the 47- 
year-old Ohio Stamping Products 
Co., formerly Ohio Window Glass 
Co. 


Leeds Ross 


The new owners have changed 
the name to Ohio Stamping & 
Manufacturing Co. 


(Continued from page 8) 


The acquired company manufac- 
tures a complete line of surfac< 
and recessed mounted medicine 
cabinets, ranch and upright style 
mail boxes, spice racks, aquariums 
and other metal home products. 

Hy-Ko lines include aluminum 
jet-glow signs, numbers, letters, 
driveway markers, and kindred 
products. 


. 


Piedmont Hardware Holds 
Toy-Housewares Exhibit 


DEALERS flocked to the new sales 
display room of Piedmont Hard- 
ware Co., Danville, Va., recently 
for the company’s fifth annual Toy 
and Housewares Show. The new 
room was completed last fall and 
has a display area of 6500 square 
feet. 

Piedmont officials reported a 25 
percent increase in dealer atten- 
dance over the 1959 show. The en- 
thusiastic crowd viewed the latest 
creations of the manufacturers and 
availed themselves of the oppor- 
tunity to talk to the manufacturers’ 
representatives who were in at- 
tendance. 

A new feature was added to the 
show this year—a buffet dinner 
was served to a large group of toy 
and housewares dealers on the 
evening of the last day of the 
show. A film was shown by a 
prominent toy manufacturer high- 
lighting the more popular items in 
his company’s line. 


Dealers visit the new exhibit area of Piedmont Hardware Co. at annual show. 
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National Hardware Show 
to Spotlight Rental Items 


WILL RENTALS spark a retailing 
revolution during the Sixties? 

The industry will search for a 
trend at the fifteenth annual 
National Hardware Show to be 
held October 10-14 at the Coliseum 
in New York. 

“Equipment rental, of course, is 
not new. But, it’s in the news be- 
cause economists believe that 
rental is a stirring giant which one 
day—possibly in this decade—may 
to a large extent replace install- 
ment buying,” according to Show 
Director Frank M. Yeager. 

“Buyers and exhibitors who 
have seen steady, if not spectacu- 
lar, growth of hardware, paint, 
building supplies, garden and other 
rentals during the past 14 National 
Hardware Shows will be watching 
for evidence of an accelerated 
trend,” Yeager predicted. 

An estimated 45,000 buyers are 
expected to attend the show where 
more than 1,000 manufacturers 
will display the latest in products, 
packages and promotions. 

The show once again will fill the 
huge Coliseum with the first and 
second floors and first mezzanine 
housing hardware, housewares and 
allied items. The third and fourth 
floors, occupying more than 140,- 
000 square feet of display space, 
will be devoted exclusively to 
lawn, garden and outdoor living 
products and equipment. 


od 


C. D. Franke & Co. 
Now One Century Old 


ESTABLISHED in 1860 by the late 
Mr. C. D. Franke as buggy and 
carriage builders, the present day 
wholesale organization of C. D. 
Franke & Co., Inc., Charleston, 
S. C., is observing its 100th an- 
niversary. 

Vehicles built by the company 
in the early years were made 
completely by hand, with many 
months required for the painting, 
varnishing, and hand rubbing of 
each vehicle. During the Civil War 
years the efforts of the firm were 
devoted to the construction of gun 
carriages for the artillery of the 
Confederacy. 


In 1878 Mr. Franke brought 
over from Germany two of his 
nephews, Emil H. and Julius H. 
Jahnz. At the death of Mr. Franke, 
Emil Jahnz served as president 
from the time of incorporation in 
1912 and was succeeded by Julius 
Jahnz in 1921. The business had 
expanded during the period to a 
wholesale distributing firm. 

With the arrival of automobiles, 
the Franke company branched out 
in that direction and for many 
years its salesmen covered the 
entire Southeast selling auto- 
mobile accessories. This item still 
represents a substantial part of 
the sales volume. 

Through the years additional 
lines have been added: farm im- 
plements, tools, paints, floor 
coverings, housewares, etc. The 
company still maintains an inven- 
tory of wagon and carriage repair 
material and is one of the few 
sources of supply left to the fast 
dying out blacksmith and wheel- 
wright shops. 

Upon the death of Mr. Julius 
Jahnz in 1928 he was succeeded by 
his son, Julius, Jr., who served as 
president until his death in 1947. 
Mr. E. Julius Cappelmann then 
became president until his death 
in 1950. The year of his death was 
also the fiftieth anniversary of his 
connection with the firm. 

Current directors of the com- 
pany include: C. Edwin Roberts, 
Louis A. Stender, Oscar W. John- 
son, Karl J. Lesemann, John D. 
Cappelmann, John J. Murray, and 
Daniel B. Vincent. 

Officers are C. Edwin Roberts, 
president; Louis A. Stender, vice- 
president and general manager; 
Oscar W. Johnson, secretary and 
treasurer; Karl J. Lesemann, as- 
sistant secretary and treasurer. 


. 


Old Pal and Jardier 
Companies Merge 


ANIMAL TRAP Co. of America 
whose subsidiary, Old Pal, Inc., is 
a large manufacturer of bait 
buckets, has announced the pur- 
chase of the Jardier Co., Milwau- 
kee. Jardier is said to be the oldest 
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manufacturer of molded fiber bait 
buckets and coolers. 

According to Richard G. Wool- 
worth, president of Old Pal, the 
Jardier models will be continued. 
Woolworth also stated that there 
will be no interruption of service 
and no change in policies. 


RArrnerrwrererrrnrrrn noe 
CONVENTION DATES 


National Events 


National Hardware Show, October 10- 
14, Coliseum, New York City. Frank 
M. Yeager, managing director, 331 
Madison Ave., New York 17, N. Y. 


Nationa! Wholesale Hardware Assn. 
joint annual convention with the 
American Hardwere Mfrs. Assn., 
Oct. 16-19, Atlantic City, N. J. Head- 
quarters, Dennis and Shelburne Ho- 
tels. Thomas A. Fernley, Jr.,. NWHA 
managing director, 1900 Arch St., 
Philadelphia 3, Pa. Arthur L. Faubel, 
AHMA secretary, 342 Madison Ave., 
New York 17, N. Y. 


Mid-America Lawn, Garden, and Out- 
door Living trade show, November 
13-15, Navy Pier, Chicago, Ill. 


Regional Events 


Sharp-Horsey Hardware Co., Atlanta, 
Ga., Annual Trade Show at Atlanta’s 
Biltmore Hotel July 31 - August 3. 


Allison-Erwin Co., Charlotte, N. C., 
Third Annual Merchandise Show, 
August 30-September 1, at company 
display rooms in Charlotte. 


Beck & Gregg Hardware Co., Atlanta, 
Ga., Annual Merchandise Show at 
Atlanta’s Biltmore Hotel. September 
4-7. 


Materials Handling Clinic, September 
13-14, Ellis Auditorium, Memphis, 
Tenn. Sponsored by The Young 
Rebels of the Southern Wholesale 
Hardware Association, 806 Peachtree 
St., N. E., Atlanta, Ga. 


Amarillo Hardware Co., Amarillo, 
Tex., Third Annual Fall Merchandise 
Market, August 14-15, Commercial 
Exhibits Building, Tri-State Fair 
Ground. 


Oklahoma Hardware Co., Oklahoma 
City, Okla., Annual Fall Market, 
August 21-22 in Oklahoma City. 





INDUSTRY NEWS 


Hello Folks— 

By the time this is published 
the Louie Wilson family (Buhr- 
man-Pharr Hardware Company) 
will be nearing the end of a forty- 
odd day tour through Europe. 
Louie won the wholesaler trophy 
at the recent Texas Wholesale 
Hardware convention. As soon as 
he returns, would be a good time 
to take him on since he won’t be 
able to play for over a month... 
While we are on the recent con- 
vention, Louie and John Anger 
(Sabine Supply Co.) battle right 
down to the wire every year... My 
spies report that last year they 
tied and tossed a coin and John 
won... This year Louie won by a 
stroke. 


Better late than never: LeRoy 
Scheurers (Wichita Hardware) are 
new grandparents... Betty (Mrs. 
H. David Lasseter) gave birth to 
son number three in early June... 
LeRoy said they were sort of pull- 
ing for a girl since there are no 
girls on the Lasseter side. 


At the convention in San An- 
tonio, I saw a very shapely lass in 
a grass skirt doing the Hula real 
South Sea Island like . . . Ernes- 
tine Behrens (Findlater Hardware 
Co.) Hello Dere! ! ... You can 
never tell about the hidden talent. 
Another thing I forgot to put in 
last month’s column: That new 
Yankee, Hubert Groves, had the 
audacity to come back home wear- 
ing a derby with roses all over it 
and spats (with jewels ger-mix) 
along with his Hawaiian cos- 
tume ...costume!!!!... Just 
call him “Seaside Sam” .. . If Rolf 
Jarlen had seen those spats, he 
never would have let him in or 
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Southwest Ramblin’s 


By JIMMIE McKIE 





The McKie Co. 
Sen Antonio, Tex. 


maybe it was Jack Bernard who 
passed him .. . Also, it was a 
pleasure to see “Colonel” Frank 
Campbell in such good health. 


Gene Smith, Sr. (Oklahoma 
Hardware) made a remark that 
could well express the feelings of 
a lot of wholesalers a while back 
about collections . . . He said they 
had seven buyers and one credit 
man (Jim Tipton, let’s give him a 
plug) but it ought to be turned 
around—seven credit men to col- 
lect and one buyer . . . Maybe the 
situation was the same in your 
business for awhile. 


Carlos Barnes (Stratton-Bald- 
win) and I were talking about col- 
lections and he said (think I am 
quoting correctly) that the national 
average was 56 days of billing on 
the books . . . Back in our whole- 
sale days we used to average about 
25 to 39 as I recall. 


The Jack Barnes family (Lee 
Hardware Co.) spent sometime re- 
cently down in Mexico . . . Hope 
all my recommendations met with 
their approval . . . haven’t seen 
them since they returned to find 
out. 


Eli Magee, Sr. (The Schoellkopf 
Co.) has been down with a slipped 
disc or something of the sort... 
Tom Watson was seeing salesmen 
for him. While I was there Felix 
Watson came in .. . Both live in 
Dallas . . . no relation. 

Too late for the July issue was 
the notice of the formal opening of 
the Galbraith Steel & Supply’s 
new warehouse in Lubbock held 
on June 25th... I was in Louisiana 
and Mississippi so didn’t get a 
chance to attend. 


(Continued from page 13) 


Speaking of new buildings, I am 
told the new F. C. Stearns ware- 
house is fast becoming a reality ... 
No other news except they have 
started construction. 


Several weeks ago in Tulsa at 
the cafeteria across from the 
Valley Inn Motel, I ran into Earl 
Van Buskirk (Landers, Frary & 
Clark - retired); the last person in 
the world I expected to see as they 
make their home in New Britian 
... He has two sisters in Tulsa who 
have an antique or gift shop... 
For the benefit of his many friends, 
he looks like a million. 

Here is one that I picked up 
somewhere down the line but it 
has a lot of merit . . Quite a few 
employees could stand to give it 
some serious thought. 


NOTICE TO EMPLOYEES 


Due to increased competition and 
a keen desire to remain in business, 
we find it necessary to institute a 
new policy. 

Effective immediately, we are ask- 
ing that somewhere between starting 
time and quitting time, and without 
infringing too much on the time 
usually devoted to lunch period, 
coffee breaks, rest periods, story 
telling, ticket selling, golfing, auto 
racing, vacation planning and the 
rehashing of yesterday’s TV pro- 
grams, that each employee endeavor 
to find some time that can be set 
aside and known as the “work 
break”. 

To some this may seem a radical 
innovation, but we honestly believe 
the idea has great possibilities. It 
can conceivably be an aid to steady 
employment and it might also be a 
means of assuring regular pay checks. 

While the adoption of the “work 
break” plan is not compulsory, it is 
hoped that each employee will find 
enough time to give the plan a fair 
trial. It is also hoped that those 
employees not in favor of adopting 
the “work break” idea will have fully 
completed their vacation plans. 


“If the shoe fits - wear it” — 
Adios. 
. 
Ekco Acquires Sila-Flex 
and Pacific Laminates 


Exco Propucts Co., Chicago, en- 
tered the recreational equipment 
field recently when Robert T. 
Beggs, president, revealed the ac- 
quisition of Sila-Flex, Inc., and its 
parent company, Pacific Laminates 
Inc. 
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Announcing an outstanding addition to your 
high-profit line of Weldwood Wood Finishes 


WELDWOOD “:i::’ SPAR VARNISH 


Test-Proven 


Exclusive laboratory tests prove conclusively that 
n2w Weldwood® Exterior Clear Spar Varnish pro- 
vides the ultimate in beauty and protection for all 
exterior woods. This high-gloss varnish is unexcelled 
for dura|ility, tough elasticity, and depth of clarity. 
It is unequaled for resistance to discoloration, 
checking, fungus, severe weather conditions. 
EXTERIOR CLEAR 


SPAR VARNISH | Scientifically Developed 


Weldwood Exterior Clear Spar Varnish is a superior 

formulation of top quality xesins, oils, and sunlight 
inhibitors, scientifically blended to provide maxi- 
mum, long-lasting protection for all exterior stained 
and natural wood finishes. It is especially suited to 
heavy-duty applications such as siding, boats, and 
outdoor furniture. 


WELDWOOD 





ORDER FORM 


United States Plywood 
Dept. SH 8-60, 55 West 44th St., New York 36, N. Y. 
Weldwood Spar Varnish Retail value—$43.34 


(2 gals., 6 qts., 6 pts.) 
Regular discount 

plus 
Extra introductory discount 


Your profit 
Plus colorful display 


Special C2 Bill my jobber 
introductory offer— 
extra 10% profit 
plus 


FREE 


display merchandiser 
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INDUSTRY NEWS 


Swinging Around 
The Southeast 


HERE IS something of interest 
and news we could all benefit by 
. . . Last month we mentioned a 
certain fellow who sold his old 
house, and is building a new one. 
. . . Since this last report we find 
the man who bought the old house 
has cleaned up the grounds and 
made it look so good that our 
friend now wonders if he should 
have sold the house in the first 
place. . . . Perhaps he should have 
spent his leisure hours making 
home improvements rather than 
improving his golf game. .. . This 
just goes to show one must not 
overlook the opportunities at 
hand. 


My old friends and gin rummy 
partners, Emmett Cota and Pete 
Buckley, sporting goods reps, At- 
lanta, Georgia, report they have 
won the national sales contest for 
selling the most Adirondack base- 
ball bats. . . . Congratulations on 
this fine accomplishment. . . Too 
bad they can’t play gin rummy like 
they sell bats. . . . Distributor 
shows all over the territory during 
August and September . . . Much 
activity . . . Seems to be a trend. 
. . . Everybody’s doing it or plan- 
ning to. 


Russ Flynn is the new purchas- 
ing agent at S. B. Hubbard Co., 
Jacksonville, Florida... Russ was 
formerly with Clarke-Siviter Co., 
wholesale distributors, St. Peters- 
burg, Florida . . . Hardware As- 
sociation of the Carolinas held 
their informal summer convention 
at the Fort Sumter Hotel in 
Charleston, South Carolina on 
June 20th and 21st... The conven- 
tion was attended by approximate- 
ly 75 dealers throughout the Caro- 
linas . . . well represented also by 
the hardware wholesale distribu- 
ae 
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BY DAN M. FRY 


Atianta, Ga. 


Rupert Watson, of Atmore, Ala- 
bama, vice-president of the Na- 
tional Retail Hardware Associa- 
tion was the speaker . . . subject, 
“Are You in Focus” . . . This con- 
vention reported highly success- 
ful. .. . Howard Olson, representa- 
tive for Union Fork & Hoe Co., is 
on the mend after being thrown 
from a horse quite some time ago 

. It’s a long up-hill struggle, 
Howard .. . Stay in there and 
pitch . . . We are anxious to see 
you back in action. 


Lawson Yates, manufacturers 
rep, Nashville, Tennessee, was in 
Atlanta recently working witb 
the Georgia representative, Byers 
Holloway ...R. D. Waddell, buyer 
for the J. W. Murchison Co. of Wil- 
mington, North Carolina has re- 
tired after 40 years of service... 
Mr. Waddell was head of the hard- 
ware purchasing department, and 
certainly will be missed by his 
many, many friends in the hard- 
ware field . . . Mr, David Murchi- 
son will assume the duties of Mr. 
Waddell at the J. W. Murchison 
Co. 


The Len Smiths are expecting a 
new arrival at their house come 
September .. . Len is the South- 
eastern representative for the New 
York Wire Cloth Co. .. . Let us 
know if it is a boy or girl, Len... 
We have been keeping our eye on 
the somewhat new organization, 
namely The 40 and Under Club... 
This organization, growing by 
leaps and bounds, is made up of 
executives working with manufac- 
turers who belong to the American 
Hardware Manufacturers Associa- 
tion . . . principally men who are 
in the sales end of the business. 
. .. Anyone wishing to become a 
member of this organization—if 
you are 40 or under—contact Wil- 


(Continued from page 14) 


liam H. Wenzel, H. Wenzel Tent 
and Duck Co., 2200 S. Henley 
Road, St. Louis 17, Missouri. 


Buck Newell, manufacturers rep, 
Jacksonville, Florida, visited in 
Atlanta, Georgia, during his vaca- 
tion. . . . Yours truly had a birth- 
day in June !!... After reaching 
the age of 39, [Editor’s Note: 39!!! 
We heard he was among those who 
charged up San Juan Hill.] one 
realizes birthdays come much 
faster. .. . This isn’t news to those 
who have crossed that line, but re- 
minds me of that little jingle... 
You aren’t getting old when your 
hair turns gray, and you’re not 
getting old when a few teeth de- 
cay, but you are getting old, and 
you should weep, when your mind 
makes a date your body can’t keep. 
. . . Keep sending in the news... 
See you next month. 
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I. C. Kinney, Advertising 
Manager for TCI, Retires 


Irvin C. KINNEY, advertising 
manager for Tennessee Coal & 
Iron Division, United States Steel 
Corp., retired July 31 after 23 
years service with the corporation. 
Announcement of his retirement 
was made by David A. Challis, Jr., 
vice-president—sales for TCI. 


Irvin C. Kinney 


Kinney began his career with 
TCI in 1937 as assistant advertis- 
ing manager. After holding vari- 
ous positions in the sales depart- 
ment, he was named to his present 
post in 1954. 
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Shotgun Shells 


to chamber in shotguns 


of climatic conditions! 


Steel and Polyethylene “SP” shells, backed by intensive Peters research, assure discriminating 
sportsmen the uitimate in shotgun shells. 
These new Peters Premium Grade shells, made with steel heads and linear polyethylene bodies, 
were designed to meet demands of rugged, all-weather hunters. 

Here now are shells GUARANTEED to perform under the roughest hunting conditions, shells that 
will not swell in rain, snow or sleet, will not scuff or mar, will maintain ballistic and dimensional 
stability in all kinds of weather! 


LOOK AT ALL THESE FEATURES... 
1. 


GUARANTEED —to chamber in shotguns 
under all weather conditions. No more 
swollen bodies, wasted shells, or malfunc- 
tions due to bad weather. 


. NEW LINEAR POLYETHYLENE ONE-PIECE 


SEAMLESS CORRUGATED BODY. Linear poly- 
ethylene is one of the toughest plastics 
available, made even tougher by a secret 
process. 


. NEW DUPLEX PLATED STEEL HEAD — steel 


where steel belongs. Peters use of poly- 
ethylene, together with the new one-piece 
base wad, permits us to take advantage 
of the strength of steel. This new steel 
head is copper and brass plated, corro- 
sion resistant. 


. WEATHERPROOF — the completely new 


construction of this new shell protects 
the contents and insures uniform pres- 
sures, velocities, pattern and power. Keeps 
“factory fresh.” Ballistically and dimen- 
sionally stable. 


. SCUFFPROOF — the tough, corrugated 


poiyethylene body resists all attempts of 
scraping or scarring —can be carried in 
a wet hunting coat pocket for days with- 
out affecting performance characteristics. 


. NEW TRANSPARENT BODY—a terrific sales 


feature. Shows the shooter the internal 
construction. He can see the quality, 
dependability and engineering built into 
this shotgun shell. 


. NEW ONE-PIECE BASE WAD — an exclusive 


new fibre wad hydraulically formed, add- 
ing to high shell strength and facilitati 
the new, amazing combination of stee 
and polyethylene. 


. “POWER PISTON” WAD— a proven sales 


feature. For the first time in any hunting 
load the new shell uses the exclusive 
Peters polyethylene “Power Piston” wad. 


. NEW “RIB-LOKT” CRIMP — this is the 


strongest crimp of its type ever designed 
for a shotgun shell. Crimp is designed 
for fine, uniform patterns . 


. “RUSTLESS” PRIMING — an exclusive 


Peters sales feature that will never grow 
old — and one that has proven its worth 
over the years. “Rustless” spony bees not 
cause rust or corrosion in gun barrels. 


PETERS 





These tests prove that Peters 
new “SP” is the most rugged 
all-weather shell ever made! 





Here’s a new premium grade shotgun shell that will help all-weather shooters 
get more game. Peters “SP” shells combine steel and polyethylene to make 
the strongest, best performing shotgun shell ever made. The steel head, 
polyethylene body, and “Rib-Lokt” crimp make a perfect package that locks 
in factory-fresh power. And the new “SP” shell is completely weatherproof. 
It’s guaranteed to chamber under all weather conditions! 

Torture tests pictured were designed to give absolute proof of Peters “SP” 
shell’s tremendous strength and weather resistance. They were: 


CHURNED IN A WASHING MACHINE veins Mini 


AIN-SOAKED HUNTING JA 


VIBRATED FOR HOURS IN AR 


After this abuse, there was no sign of scuffing or 
swelling and when test-fired the shells functioned per- 
fectly with full game-getting power. Add to ail this, 
exclusive “Rustless” priming for split-second ignition 
and the famous “Power Piston” wad, and shooters will 
have a shell they know they can depend on. 


The Peters “SP” shell in the all-new, colorful sales Ice Test 


building package will have tremendous appeal for 
shooters who want the best. Sell it with confidence 
it’s the finest shotgun shell ever made. 


Regular Peters ‘High Velocity” shells will still be 
available at standard prices for shooters who do not 
require the extra advantages of Premium Grade “SP” 
shells. 


Washing Machine Test 
Offered initially in powerful 


12 gauge extra long range, 
2%” length, 3% drs., 
1% ozs., 2, 4, 5, 6 and 


PETERS *"™ — 
"Peters Packs the Power!" 


RES. U. 5. pat. OFF Velocity” and ‘“Rustless’ are trademarks of 
Peters Certridge ivision, Remington Arms Company, Inc., Bridgeport 2, Conn. 


PETERS CARTRIDGE DIVISION, REMINGTON ARMS COMPANY, INC., BRIDGEPORT 2, CONNECTICUT 
Form No. AP-14 Printed in U.S.A. 
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THE ANNUAL convention of the 
Texas Wholesale Hardware As- 
sociation is now a thing of the past, 
but the memory lingers on—and 
pleasantly so for a sizeable crew of 
Old Guard members who were on 
hand in San Antonio. 

* 

Several OG members reported 
on fellow members of the clan 
whom they saw in Texas. Writing 
from his headquarters in Nash- 
ville, Al Misner “thought that OG 
members who were not able to at- 
tend the TWHA convention might 
be interested in knowing who were 
on hand. Here are some of the fel- 
lows I ran into: Harry Taylor, Sam 
Eaves, Connie Goldstrohm, Charlie 
Pitts, Paul Bowen, Frank Camp- 
bell, John During, Hubert Groves. 
Clyde Holley, Forrest Johnson. 
Stafford Jones, Charlie Lanter, 
Charlie McKnight. George Sloan. 
Paul Speaker, Earl Stafford, Har- 
old Torian, Jim Young, Charlie 
Babington, and Frank Boxwell.” 
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Just back from San Antonio, 
Charlie Pitts commented that he 
had “met Ralph Kirby and about 
a dozen members of the Old Guard. 
Sure missed seeing Gardner Lips- 
comb, the old perennial. The meet- 
ing this year was a good one, as 
usual, and well-attended. Every- 
one had a good time and the 
Boosters should be complimented 
on their fine program.” 

* 


Paul Speaker also listed those 
OG members making the rounds 
in San Antone. “The Texas Hard- 
ware Buosters,” Paul reports, “had 
two <ocktail parties with their 
usuea: fine dinners following each. 
The first party, on Friday evening, 


This Month 


with the 


Old Guard 


was an Hawaiian Luau and most 
of the guests were dressed in Ha- 
waiian costumes .. . lots of grass 
skirts, beach boys and even a 
couple of sons of beach boys. Sat- 
urday night’s dinner dance fol- 
lowed the usual custom of semi- 
formal dress. About 550 wholesal- 
ers and Boosters were on hand. 

“When and if you see Old Guard 
member John During, ask him 
why he is no longer called Lib- 
erace, but is now referred to as 
John ‘Dancer’ During.” . . . That’s 
all the news from this side of the 
Rio Grande. Adios Amigos.” 

* 


Red Gardner reports that some 
new lines have been taken on by 
his firm; Gardner & Meredith. The 
new additions are: Besly-Welles 
Corp., South Beloit, Ill., manufac- 
turers of cutting tools and gages; 
and Western Products, Inc., New 
Castle, Indiana, manufacturers of 
sliding door equipment, trolley 
track, and door hangers. 

* 


Writing from his Atlanta head- 
quarters, J. T. (for Thurman) Cobb 
says that he “enjoys reading the 
other fellow’s reports. Just wish I 
had something worth telling.” J. T. 
mentioned that he recently cele- 
brated his 39% birthday, a figure 
he is reported to have started us- 
ing three years prior to the Hard- 
ing administration. 

* 


Bill Otte passes along from 
Memphis the news that Walter 
Ratterman of the Keith-Simmons 
Co. “is a very busy boy now as he 
is in the process of building a new 
home. Don’t know how he is going 
to do this and keep the water skiis 
wet ... Was talking to John Mor- 
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ris at Orgill Bros. recently . . . He’s 
always busy selling that old hard- 
ware—which is easier than catch- 
ing a string of fish. . . Glad to see 
Mr. George Hennegar of the H. G. 
Lipscomb Co. back on the job after 
his illness.” 


Reed & Prince Names 
Two Representatives 


Reep & Prince Manufacturing 
Co., Worcester, Mass., announces 
the appointment of two new man- 
ufacturers’ representatives for its 
line of fasteners. Both were to 
assume their duties July 1. 

Gene B. Caldwell, of Greens- 
boro, N. C., will service the trade 
in the states of Virginia, North 
Carolina, South Carolina, Georgia, 
and Florida. 

John R. Richards, of John R. 
Richards & Co., Chattanooga, 
Tenn., will cover Tennessee, Miss- 
issippi, and Alabama. 


. 


Woodhill Appoints Special 
Products Sales Manager 


JAMES M. FREEMAN recently was 
appointed special products sales 
manager for the Woodhill Chemi- 
cal Co., Cleveland, Ohio, according 
to an announcement made by Vic- 
tor Gelb, general sales manager. 


James M. Freeman 


Freeman has had seven years of 
experience in all phases of selling 
and manufacturing. He will work 
with Woodhill Chemical sales re- 
presentatives throughout the 
country on the introduction and 
marketing of new products. 
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Rope in the profits with SUECAs 


Big oales Roundup for 


@ Here it is! The promotion that’s a real bonanza 
for sales. A barrage of full-color ads in 5 of the 
nation’s leading publications: Ladies’ Home 
Journal, McCall’s, Good Housekeeping, Better 
Homes and Gardens, Parents’. Plus colorful ads 
in 5 baby books. Over 33,000,000 magazines... 
starting in September and running through 
November. Featuring Cosco folding furniture, 
stools, serving carts and juvenile furniture. And 
we’re backing it up with all the free sales aids you'll 
need to tie-in at the local level. Don’t wait! Get on 
your horse. Call your Cosco distributor for your 
stock and do a land-office business this fall. 


HAMILTON COSCO, INC. + COLUMBUS, INDIANA 








Win a brand-new Ford Ranch Wagon 

—in COSCO's exciting Big Roundup Contest. Or, one of 150 
wonderful runners-up prizes, including: Stetson cowboy 
hats; Acme dress cowboy boots; Western-motif cuff links. 
In addition, everyone who enters gets a man-size outdoor 
barbecue apron, absolutely free. Stake your claim now. 
Phone your distributor for your official contest entry blank. 


oi 
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Warehouse Tours to Highlight 
SWHA Materials Handling Clinic 


PRE-CLINIC tours of the ware- 
house and office facilities of Strat- 
ton-Warren Hardware Co. and 
Orgill Bros. & Co., have been ar- 
ranged for wholesalers who attend 
the Materials Handling Clinic to be 
held in Memphis, Tenn., September 
13-14 under the sponsorship of The 
Young Rebels of the Southern 
Wholesale Hardware Association. 

The schedule of events, recently 
announced by Leslie Stratton, Jr., 
chairman of the clinic committee, 
includes these guided tours for 
those who plan to arrive in Mem- 
phis on Monday, September 12. 

For those unable to be present 
at that time, the tours will be re- 
peated on Wednesday afternoon, 


September 14, upon completion of 
the clinic program. 

Another highlight of the clinic 
schedule will be a presentation on 
“Preventive Medicine in Labor 
Relations” by William F. Gutwein, 
an outstanding labor relations con- 
sultant, who gives practical tips 
and suggestions to help manage- 
ment solve its problems with em- 
ployees and unions. 

The clinic program calls for the 
complete study of: (1) handling 
incoming merchandise; (2) stor- 
age; (3) order selection; and (4) 
packing and labeling. All equip- 
ment will be fully demonstrated, 
and visitors will have ample op- 
portunity to inspect equipment and 





September 13-14 


MONDAY, Sept. 12, 2 to 4 P.M. 


TUESDAY, Sept. 13 
7 AM. 
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Order Selection 
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Auditorium. 
. Close for Day 
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Break 





MATERIALS HANDLING CLINIC 


Headquarters: Claridge Hotel 


Pre-Clinic Tours — Orgill Bros. Warehouse, 2100 Lathem 
Conducted by Mr. Dale Briggs. 
Warehouse: New, One-story, 600,000 Sq. Ft. 
Chain Type Conveyor. 1.B.M. RAMAC 
OR 


Stratton-Warren Co., 37 East Carolina 

Conducted by Mr. Wesley Rikard. 

Warehouse 50 years old, 2'/2 Story, 

Sq. Ft. Chain Type Conveyor. 
Remington Rand UNIVAC 

7 P.M. Headquarters-Reception Room, Claridge Hotel. 


360,000 


Breakfast on your own. 

Bus Leaves Hotel 

Registration — Ellis Auditorium 

Handling Incoming Merchandise — Storage 


Handling Incoming Merchandise — Storage 
Lunch at Auditorium — Informal Discussions 


Dinner — Claridge Hotel 
Display of equipment and Informal Discussions at Ellis 


Bus Leaves Hotel (in case of rain only) 

Outside Demonstrations 

Preventive Medicine in Labor Relations — 

W. F. Gutwein, W. F. Gutwein, Inc. Labor Relations 


Packing, Labeling 

Lunch at Auditorium — Informal Discussions 

Tour — Orgill Bros. or Stratton-Warren; (same as on 
Monday for those uncble to be in Memphis on Monday) 


Ellis Auditorium 
Memphis, Tenn. 
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to talk with representatives of the 
manufacturers of materials 
handling equipment. 


¢ 


Two Sheffield Clark Men 
Move to New Locations 


SHEFFIELD CLARK, JR., who heads 
Sheffield Clark & Co., manufac- 
turers’ representatives headquar- 
tered in Nashville, Tenn., announ- 
ces the move of two staff members 
to a more central location in their 
respective territories. 

Sheff Clark, III, has moved his 
wife and three children to Jack- 
son, Miss., where he will head- 
quarter, covering Mississippi, Loui- 
siana, Arkansas, West Tennessee, 
and western Kentucky. 

Tommy Harkins has gone with 
his wife and two small sons to 
Roanoke, Va., where they have 
purchased a new home. His ter- 
ritory comprises the states of Vir- 
ginia, West Virginia, eastern Ken- 
tucky, and East Tennessee. 

Mr. Clark will continue travel- 
ling from Louisville, Ky. to Mo- 
bile, Ala. out of the home office 
in Nashville. 


Red Head Brand Announces 
Executive Appointments 


JOHN H. ANDERSON, JR., assistant 
to the president of the Red Head 
Brand Division of Brunswick 
Corp., Chicago, has been assigned 
to handle the company’s adverti- 
sing program in addition to his 
other duties. 


Andersoa Barbee 


The announcement was made by 
Clarke F. Hine, president, who 
revealed simultaneously that John 
E. Barbee, Jr., has joined the com- 
pany as sales-production coordina- 
tor. 
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New low price and Weller quality features Big- $5.00 price reduction on this popular 
make this America’s best power sander buy. Weller Sabre Saw. Makes every kind of cut 
Big 25 sq. in. sanding surface. Straight line through many kinds of material. Makes its 
action never bucks or twists—goes into cor- own starting hole for inside cuts. Exclusive 
ners. Handsome, compact design. Guaranteed strain-relief feature prevents blade breakage. 
for 1 year. Model 700. Guaranteed for 1 year. Model 800. 


Weller. announces 


NEW LOW PRICES 





Now Weller Power Sanders and Sabre Saws are hotter values 
than ever before. Increased sales have made manufacturing 
savings possible, and Weller passes these savings on to you 
and your customers. Quality, sales-building features and 
guarantee remain the same. Order now from your Weller 
Wholesaler and cash in on this price break! 


Clock costs $ 48 
you only 1 3 $13.48 is the clock price. It’s also the 
_— new low price of the Weller Power 


Get this big 15’x15” Uluminated Wall 
...and you get a FR Sander. Sell this tool at list and the 
Clock for your store on a special ee ee clock will have cost you nothing. 


offer from your Weller Wholesaler WELLER POWER SANDER 





601 STONE’S CROSSING ROAD 
WELLER ELECTRIC CORP. iE'S CROSSII 
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INDUSTRY NEWS 


/ 


Charles W. Alien, Jr. 


Belknap Elects Vice- 
President, Two Directors 


RUSSEI4. PROCTER, president of 
Belknap Hardware & Manufactur- 
ing Co., Louisville, Ky., announces 
that at the company’s annual 
stockholders meeting held recent- 
ly Charles W. Allen, Jr., was 
elected vice-president, and John 
R. Baker and Edward W. Hirs- 
brunner were elected to the board 
of directors. 

Allen came with the company 
in 1937, starting as order clerk on 
the Hardware Floor and was there 
about one year then promoted to 
assistant to the manager of the 
Hardware Floor. He went in 
service in 1940 and returned to 
the company as personnel director 
in 1946. Allen became director of 
the company in 1950 and assistant 
treasurer in 1954. He will continue 
as assistant treasurer and person- 
nel director. 

Baker, a native of Auburn, Ky., 
came with Belknap in 1946 start- 
ing as an order clerk. He was later 
transferred to the sales depart- 
ment, and in 1947 was assigned to 
the Moberly, Mo., territory. He 
was brought back to Louisville as 
sales manager of the Western 
Division in 1956 and remained in 
that capacity until being made 
sales director of Division 2 (Bel- 
knap’s Southern Division) in 1958. 

Hirsbrunner is a_ native of 
Louisville and joined Belknap in 
1923, serving as assistant in the 
printing department. In 1943 he 
was assigned the Jonesboro, 
Ark., territory. Hirsbrunner was 
brought back to Louisville as sales 
manager of the Western Division, 
and later was made assistant buy- 
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John R. Baker 





# 


Edward W. Hirsbrunner 


er of the builders hardware de- 
partment. Upon the buyer’s retire- 
ment in 1954, Hirsbrunner was 
named to that position. 


a 


Flynn Assumes Executive 
Post with S. B. Hubbard 


THE S. B. HuBBARD Co., of Jack- 
sonville, Fla., announces the ap- 
pointment of Russell L. Flynn as a 
director and _ vice-president in 
charge of purchasing and merchan- 
dising. 

Flynn’s experience in the whole- 
sale hardware field began with 
Supplee, Biddle, Steltz Co. of 
Philadelphia in 1939. He worked 
as stock clerk, went on to stock 
control, warehouse development, 
assistant traffic manager, and was 
a salesman in the Florida territory. 
He took time out to serve with the 
lst Marine Division in the South 
Pacific. 

Flynn went with Clarke Siviter 


Russell L. Flynn 


(Continued from page 22) 


Co. of St. Petersburg, Fla., in 
1948. Since that time he worked 
in the warehouse, sales, catalog 
and purchasing divisions. His last 
position there was as head of the 
purchasing department. 


¢ 


A. H. Deveney Co. Will 
Represent Perma Spray 


A. H. Deveney & Co., Inc., 2814 
Petticoat Lane, Birmingham 13, 
Ala., is now serving as sales rep- 
resentative for Perma Spray Man- 
ufacturing Co., of Miami, Fla., in 
the following territory: Alabama, 
Arkansas, Florida, Georgia, Ken- 
tucky, Louisiana, Mississippi, 
North Carolina, Oklahoma, South 
Carolina, Tennessee, Texas, Vir- 
ginia, and West Virginia. 

Announcement of the appoint- 
ment was made by Louis Sorosky, 
president of the company which 
manufactures plastic pipe and fit- 
tings. 

Associated with the A. H. De- 
veney company are the following 
representatives and their respec- 
tive headquarters: H. F. Schwabe, 
Louisville, Ky.; I. H. Griffin, Jack- 
sonville, Fla.; J. E. Gills, Rich- 
mond, Va.; Chapman Anderson, 
Jr., Dallas, Texas; Harry W. Blake, 
Little Rock, Ark.; and Wm. R. 
Currie, home office in Birming- 
ham. 

Perma Spray has established a 
warehouse in Birmingham from 
which shipments can be made into 
the entire territory. The company 
now has two shipping points— 
Miami, where the plant is located, 
and the Birmingham warehouse. 


So 


Allison-Erwin to Use 
PRO Hardware Circular 


ALLISON-ERWIN Hardware Co., 
Charlotte, N. C., along with 17 
hardware wholesalers operating in 
more than 40 states, will use the 
Fall Blockbuster Sale circular re- 
cently announced by Pro Hard- 
ware, Inc., Larchmont, N. Y. 

Sixty basic and timely hard- 
ware items are illustrated. Seven 
are under the PROVEN label, a 
private label controlled by the 
Pro Hardware group. Paul Cos- 
grave, president of Pro Hardware, 
states that through factory co- 
operation, exceptional values have 
been negotiated under this label. 
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NOW! each EVANS POCKET TAPE 
comes packaged in 





Sim ” THE GREATEST IDEA FOR PACKAGING 
td AND MERCHANDISING IN YEARS! 


i s 


| es 3 EXTRA == 
| VALUE S 
“HOLSTER-PAK”, the greatest merchandising ad- 


FREE 
vancement in packaging of the decade, is the perfect me HOLSTER -~Power-Tape - 
blend of product, package, promotion, and utility. This { 
sturdy leatherette tape-holster clips on the belt and s Ti HOLSTER-PAK 
keeps the tape handy on the job at all times. Your 
customer actually gets the holster FREE! 

Now, all Evans pocket tapes (except Thin-Tape) 
come to you ready-packaged in this sensational form- 
fit “Holster-Pak”, each mounted on an individual peg- 
board card that can also stand by itself on the counter 
or in the window. 

And to help you put “Holster-Pak” across big, Evans 
has developed a revolutionary new point-of-sale “Ferris 
Wheel” display — the first display piece made specific- 
ally for mounting on pegboard, and to stand on the 
counter, too. It has action...it has sound... it has 
SELL! Ask your jobber about it! 











RULE CO. FACTORIES AT ELIZABETH, N. J. & MONTREAL, QUE. 
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OUTDOORS 


WINCHESTER IS FIRST TO GIVE YOU THE SALES POWER OF 
OUTDOOR ADVERTISING EVERY 40 MILES ACROSS THE COUNTRY 





Two Big Hunting Season Months of Full Color Billboards 
Will Blanket 48 States—Send Customers Your Way When 
They're Already In Their Cars With Money In Their Pockets. 


Winchester-Western is the first to put the enormous 
proven power of nation-wide outdoor advertising to work 
for you where outdoorsmen will best see the sales story. 
All over the United States, billboards will appear on 
major highways at intervals of about 40 miles. 


SELL FIRST LINE QUALITY THE FIRST TIME AND... 


WINCHESTER 


OLIN MATHIESON + WINCHESTER-WESTERN DIVISION+NEW HAVEN 4, CONN. 


y 


TIME-PROVEN SHOT SHELLS 


For the first time ever, every hunter in the country will be 
reached over and over again with big colorful messages 
that sell on sight for you. 


And this year Winchester-Western advertising is going 
to carry the most exciting shooting news of the decade. 
Month after month, your customers will be reading about 
the complete Winchester-Western line in their favorite 
publications— including exciting news of outstanding new 
advances in both firearms and ammunition. 
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INDOORS. 


WINCHESTER GIVES YOU THE SALES POWER 
OF THE MOST EXCITING ADVERTISING EVER 


Magnums 

are made to 
wallop’em.., 
Nol warn ‘em 





Such authoritative magazines as Fiecp & STREAM, OUTDOOR And everywhere—city, town, village and country—there 
Lire, AMERICAN RIFLEMAN, Sports AFIELD, TRUE, ARGOSY, will be sales-making Winchester-Western billboards to 
Guns Macazine and Sports ILtustratep will carry the tell and sell every hunter in America! 

full-line Winchester-Western story—will tell millions Place your orders early and be ready for the rush. 

that there’s been a tremendous amount of progress made 

since they bought their last rifle or shotgun, and it’s time 

they caught up! This will be the most exciting and color- 

ful campaign ever to reach the hunters of America. 


THEY’LL COME BACK A SECOND 
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INDUSTRY NEWS 





"Profit at the Pier" Is Theme 
of Mid-America Garden Show 


“PROFIT AT the Pier” will be the 
theme of the second annual Mid- 
America Lawn, Garden and Out- 
door Living trade show to be held 
November 13-15 at Navy Pier, 
Chicago. 

“The country’s leading manu- 
facturers will offer buyers hun- 
dreds of new ways to increase 
profits in 1961 at the largest and 
most complete showing of lawn, 
garden and outdoor living products 
and equipment ever held in the 
Midwest,” according to Managing 
Director Frank M. Yeager. 

“Buyers will see new products, 
packages and packaging—many of 
which will be unveiled for the 
first time in the Midwest. They 
will learn firsthand about new 
profit-producing promotions and 
merchandising plans. And they will 
have an opportunity to talk with 
executives about prices, delivery 
and the like,” Yeager said. 

The Mid-America Show also 
will feature a large array of karts 
and karting equipment. 

“Karting has opened up a vast 
new avenue of profit for those in 
the outdoor living field, and kart- 
ing exhibits will merit a buyer’s 
close investigation,” the Show 
manager declared. 

Buyers may register in advance 
by writing 331 Madison Avenue, 
New York 17, New York. Free 
badges of admission will be mailed 
to qualified trades people. 


o 


PET Sales Reps 
Meet in Atlanta 


A REGIONAL sales meeting was 
held in Atlanta, Ga., June 21-22 
by Portable Electric Tools, Inc., 
Chicago manufacturer of the 
Shopmate line. 

George Weatherby, sales man- 
ager for the company, outlined to 
regional representatives the new 
fall merchandising program and 
showed new items which will be 
introduced to the trade later this 
year. 

Present for the meeting were: 
A. J. Torok, Southeastern regional 
manager, Phil Vest, representa- 
tive in Tennessee and Kentucky; 
George Sutherland, from the Caro- 
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linas and Virginia; and John 


Lawry and Stanley Swing, who 
represent the firm in Florida. 
7 


W. B. Ruxlow Joins 
Oklahoma Hardware Co. 


WILLIAM B. “BILL” RUXLOw, 
formerly executive vice-president 
of the Oklahoma Hardware & 
Implement Association, recently 
joined Oklahoma Hardware Co. as 
head of its catalog department. 

In making the announcement, 
President W. E. Smith pointed out 
that Ruxlow brings to the whole- 
sale organization an _ excellent 
background of training and experi- 
ence which includes accounting, 


William B. Ruxiow 


E. T. McGlynn 


R. J. Morse 


(Continued from page 24) 


association management, Chamber 
of Commerce executive training, 
window trimming, and _ public 
relations. 

> 


True Temper Outlines New 
District Representation 


A MOVE BY True Temper hard- 
ware sales division to expand sub- 
stantially its service to customers 
is announced by R. R. Raymond, 
sales vice-president. 

Harold A. Stevens, hardware 
sales manager, in outlining the 
new district representation in- 
cluded the following: 

In the Eastern district, with E. 
T. McGlynn as manager, the states 
of Maryland, District of Columbia, 
North Carolina, Virginia, West 
Virginia, and Marietta, Ohio are 
in charge of B. J. Emahiser. 

In the Central district, with R. 
J. Morse as manager, Kansas, 
Missouri, Oklahoma, and Fort 
Smith, Ark. are in charge of D. B. 
McPherson. 

J. N. McGarvey is manager of 
the Southern district, with the fol- 
lowing representation: Florida, 
Georgia, South Carolina, and East- 
ern Tennessee are in charge of G. 
E. Rabens. 

Alabama, Arkansas (with the 
exception of Fort Smith and 
Texarkana), Western Florida, 
Louisiana, Mississippi, and West- 
ern Tennessee are in charge of 
Travis Dumas. 

Texas (with the exception of El 
Paso), and Texarkana, Ark. are in 
charge of E. M. Luther. 


J. N. McGarvey 
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IT’S HOT! 


Because it has an orange and black Hi-impact 
plastic handle ...designed to catch shoppers’ 
eyes... stop them cold. These Black Diamond 
files are skin packed for factory freshness, too. 
Suggested uses and prices printed on a bright 
card. Everything for alert merchandising... 
48 files in display for counter top or pegboard. 
Your cost... $24.20... selling price . . . $36.30 
... your profit in easy sales... $12.10. Order 
from your regular Black Diamond wholesaler. 


Handles designed and made by 
Danielson Mfg. Co.—a Nicholson subsidiary 


<> BLACK DIAMOND 
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Biggest 
“threading 
machine”’ 


Bargain! 


Compact FRIESEal > 


300 Power Drive 
with Accessories 


Perfect for Your Pipe Service Department 
1/8” to 2” Capacity; Power for up to 12’ Geared Tools. 


Here’s such an amazing 
power package that you'll 
have to try it to believe it. 
It’s built around the com- 
pact, rugged RIFAID 300 
Power Drive with famous 
Ritfaip Speed Chuck that 
grips tight — forward or 
reverse, yet sets and re- 
leases easily by hand. 
Cam-action rear centering 
device holds even long 
lengths centered for per- 
fect threads every time. 
Sturdy No. 1206 Stand 
folds for easy carrying... 
is extra rigid when in use. 


Rigaip No. 310 Carriage, 
made of strong aluminum 
alloy, slides smoothly on 
drive support arms... 
holds die head and cutter 
ready for instant use. 
Snugs up tight to chuck 


for close threading and 
cut-off. 


Ri@aip 535 Quick-Open- 
ing Die Head, shown here, 
threads 4" to 2”’ pipe with 
just 2 sets of dies ... 
adjusts to size right in 
machine . . . no fumbling 
for right size threader . . . 
no slow back-off. All other 
Rigaip Machine Pipe and 
Bolt Die Heads can be 
used. Add a Rifeaip No. 
19 Nipple Chuck, and you 
can thread close nipples. 


RIzaip 360 full - floating 
Cutter has slide action that 
adjusts to all pipe irregu- 
larities . . . wide rolls for 
straight cuts at machine 
speed. Capacity: %’’ to 2” 
pipe and conduit— %” rod. 
E-1032 wheel for 1” rod 
available. 


Get complete information and a demonstration from your 
Wholesaler 
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Fastest 
dW 


a Quickest 
Sale 


(MARKSMAN 
NEW 20 SHOT BB 
REPEATER AIR PISTOL 


Model MPR_ .177 Cal. 


ee AES Se 
And Only 95 RETAIL 


@ Only BB Repeater that shoots pellets, BB’s and darts. 
e@ Balance, weight and feel of a service automatic. 

@ Lifetime power built in. No CO’ cartridges needed. 

e Handsome gift box with generous supply of ammo. 


Write for catalog on Pistols, Pellets, Darts 
(MARKSMAN PRODUCTS 


Division Morton H. Harris, inc. 
(OB 


Los Angeles 25, California 


MARKSMAN air gun PELLETS 
fit all makes of air pistols, rifles. 
.177 & .22 caliber. From 70¢ Retail. 


4 
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Every homeowner's a hot prospect —; 
for fast-moving a 


NATIONAL PRODUCTS 


All National Weatherstrip Products are good 
money-makers. They’re attractively packaged, 
easy to install, take up very little space, and 
are made of the finest materials. Important, 


too—they are all priced to allow you a very 
nice profit margin. 

Place a sample order now for National 
Weatherstrip Products—you’ll be glad you did. 





TWO-IN-ONE 
DOORSTOP— 
WEATHERSTRIP 
COMBINATION 
—Heavy gauge | 
rolled aluminum 
moulding has 
vinyl! insert which | 
weatherstrips 
doors or windows 
and assures noiseless closing. 
7’ lengths with screws. 





*“*SEALER-STRIP”’ 
METAL AND FELT 


WEATHERSTRIP- 
PING—This big 
seller is bound to 
get a big play from 
all your customers. 
it’s particularly 
simple to install, 
used where units 
Gre out of square, covers wide 
cracks. Each box contains 17’ of 
material plus nails. 


METAL AND FELT DOOR SWEEPS— 
Now available in an extremely wide 
price range and choice of materials 
(3 metals, 2 colors, 2 felts). They're 
1%” wide x %," thick. Slotted holes, 
pierced through felt, allow adjust- 
ment for wear. Appropriate fasteners 
included. 





LINOLEUM BINDING 

AND EDGING — ? 
Colorfully-packaged. 

Each self-service 

carton contains 12 

clear plastic packages of %” 
linoleum binding —12’ long. 
Also furnished in 75’ rolls. 
Comes in brass, aluminum or 
stainless steel. Edging is packaged 
same as binding. 


C) Please send catalog and price list. 


[) Advise name of my nearest jobber. 


CAROLINA METAL 


PRODUCTS COMPANY 


Division of National Metal Products Company 
2222 South Bivd., Charlotte 3, N. C. 


Nome—— 





Address 





City 





Le — ee ee ee te 


Le ewww www ew ew ew ee ee ee 
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Reap a harvest of profits with 


DIXdSTEEL Bale ties—Coiled baling wire 


TRABE MARK 














Dixisteel Coiled Baling 
Wire is now available 
for these automatic 
balers: 


e John Deere 

@ Oliver 

e New Idea 

@ International Harvester 
@ Minneapolis Moline 

@ New Holland 





Cattle raising continues to increase in Dixie. This calls 


for more hay and forage. The result is greater demand 


for bale ties and baling wire for automatic balers. 


Be ready when harvest time comes. Have plenty of 
DixisTEEL Bale Ties and Coiled Baling Wire in stock. 


Order now from your hardware wholesaler or jobber. 





ATLANTIC STEEL COMPANY «+ ATLANTA, GEORGIA 


For more information use Handy Return Card, Page 53 SOUTHERN HARDWARE for August, 1960 





Mark, Harry, and U. S. Joachim, of 
Combel's, check co-operative adver- 
tising which the company uses routinely 
and effectively to build and maintain 
year-round sales volume. 


By Bill Abbott 





COOPERATIVE ADVERTISING CLAIM POR CREDIT 





t Combel Hardware & Supply Co. 
109 West Howard Avenue 
Biloxi, Mississippi 


We are sending you necessary supporting documents es checked below in 
connection with cooperative advertising which we ren during the sonth 
of on 





Newspaper teer sheets 

Paid statement —newspaper 

Paid stetement—redio 

Paid statement-—other 
— Radio continuity 


Affidavits of Performance 
Totel cost of this edvertising wes $ 
Your share $ 


After you have processed this claim please forward us your check or 
credit memorandum in the amount shown sbove 


Very truly yours, 





COMBEL HDWE. & SUPPLY CO. 
COMBEL'S MERCHANDISE MART 


Mark G. Joachia 





Advertising Menager 





——— 


Form used by Combel's to facilitate 
its monthly billings to manufacturers 
for co-op advertising which it has 
organized into a routine procedure. 
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0-0 
Advertisin 


Owners of Combel's, 
who carry on one of 
the largest independ- 
ent retail hardware 
advertising programs 
in the South, say of 
co-op advertising: "We 
just wouldn't be in 
business without it.” 





ESIDENTS of the Mississippi 

Gulf Coast are exposed at 
least once a week throughout the 
year to newspaper display adver- 
tising of the Combel Hardware & 
Supply Co., 65-year-old Biloxi, 
Mississippi, hardware, housewares 
and appliance concern. If they are 
radio listeners, they hear the 
Combel message in one-minute 
spots over two stations from six to 
12 times nearly every day. 

On special occasions, such as the 
semi-monthly pay day at Keesler 
Air Force Base in Biloxi, the bom- 
bardment is intensified by both 
press and radio. It is virtually im- 
possible for anyone in a 25-mile 
radius to be unaware of Combel’s 
for any length of time. 

Consequently, Combel’s has be- 
come synonymous with Biloxi, 
and twice has been a finalist in the 
national Brand Name Retailer-of- 
the-Year Competition, an honor it 
shared last year with only two 
other hardware firms in the South. 

If its continuous, hard hitting 
newspaper ads were laid end to 
end, their 12,000 column inches a 
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year would fill a single eight- 
column newspaper of 70 pages. If 
all its radio spots for a year were 
broadcast successively, they would 
remain on the air for 100 hours, or 
more than four days and nights. 

This sustained campaign might 
seem to be expensive, even pro- 
hibitive for an independent re- 
tailer in a city of 50,000, but it 
makes money for Combel’s to 
whom half of the cost comes free 
through manufacturers’ co-opera- 
tive advertising support. 


How Can You Afford It? 


“I’m often told we have the 
largest independent retail hard- 
ware advertising program in the 
South,” Harry J. Joachim, Com- 
bel’s vice-president and sales man- 
ager, stated, “but it is a necessity 
with us. We just wouldn’t be in 
business without it.” 

He anticipated the next in- 
evitable question, “How can you 
afford it?,” and added: 

“We don’t afford it. It affords 
us, and pays for itself. Within 


limits, the more we advertise, the 
more we sell. The more we sell, 
the more we advertise. Our com- 
petition operates that way. So can 
we.” 

The program costs Combel’s two 
percent of its gross volume, almost 
to the exact penny, which isn’t 
considered high for the privilege 
of staying in business. Besides, for 
every dollar Combel’s spends, 
some of its manufacturers match 
it. In other words, Combel’s gets 
four percent of its gross in effec- 
tive paid advertising for the price 
of two percent. 

“Show me another business ar- 
rangement,” Joachim said, “that 
gives you 100 percent for your 
money on an essential expense.” 

His estimate of co-op ads was so 
enthusiastic that details were 
sought from his brother, Mark G. 
Joachim, secretary-treasurer, ad- 
vertising, credit and office man- 
ager, who handles the co-op ads. 

“If co-op advertising is so sim- 
ple, easy and effective,” he was 
asked, “why do not more inde- 
pendent dealers use more of it?” 
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The newspaper ads, 


if laid end to end for one 


year, would fill a single 


8-column paper of 70 pages. 


and radio spots, 


if broadcast successively, 


would remain on the air for 


four days and nights. 


“Simple,” Mark Joachim stated. 
“They just don’t want to take the 
time and effort to bother with it. 

“Co-op advertising looks and 
sounds formidable. It scares off 
many dealers in the beginning. 
But if they’d get into it, they’d 
find it normal routine, and merely 
a clerical procedure. It’s as routine 
as opening the front doors in the 
morning and closing them in the 
afternoon; the same thing as send- 
ing out statements at the end of 
the month. The trick is in a little 
organized effort, and of course, 
some enthusiasm.” 


Minimizing the Task 


The advertising manager ac- 
knowledged that a co-operative ad 
program requires work. He added, 
however, that organizational plan- 
ning can bring the task down to a 
few minutes of effort several times 
a week, and two or three hours 
once a month when newspaper 
tear sheets and radio performance 
affidavits are sent to supporting 
manufacturers. 


From there on, it is a simple 
matter of posting the manufactur- 
ers’ checks against expenditures in 
Combel’s advertising account, 
merely a “washout” bookkeeping 
procedure. 

The program begins when Com- 
bel’s decides to stock a particular 
line of merchandise. The salesman 
is asked about the manufacturer’s 
advertising support, which, inci- 
dentally, is often a deciding factor 
in whether the line is to be han- 
dled. 

If the line is accepted, the sales- 
man is requested to make the ad 
support a part of the initial in- 
voice. When this arrives, Combel’s 
sends a form letter to the manu- 
facturer, citing the invoice and 
asking for a specific authorization 
for advertising expenditures. This 
is important. It commits the man- 
ufacturer instead of one of its in- 
dividual representatives, and pre- 
vents possible misunderstandings 
later. 

With the authorization in hand, 
a file is opened for the particular 
line. Mats and suggested layouts 
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Ad support by two manufacturers 

helped pay for this 3-column, 17-inch 

ad which also features nine other 
hardware items. 


are obtained from the manufactur- 
er’s ad department. 

Now Combel’s is ready to plan 
its newspaper and radio schedules. 
Representatives of the area’s daily 
newspaper (circulation 25,000) and 
two radio stations are called. Vol- 
ume rates are discussed to take 
advantage of sliding unit scales 
based on total advertising used. 

The next decision is what to ad- 
vertise, how much and when. For 
these answers Mark Joachim leans 

(Continued on page 48) 


35 





Here's how a hardware store in a Texas 
small town (population approximately 
3,500) sells 100 power mowers annually 
and expands its normal trade area with 


Superior 


and a 


By Ruel McDaniel nant a resident of a com- 
munity 30 miles distant, in 
which there were four dealers 
handling lawn mowers, drove onto 
the parking lot back of Spalinger 
Hardware, Eagle Lake, Texas, and 
asked the porter to unload his 
lawn mower and roll it into the 
store’s service department. 

Then he went on up to the of- 
fice, sought out Lloyd Spalinger, 
owner. “I got an old power motor 
back in the shop. Wish you’d come 
back, look at it and tell me how 
much you'll give me for it on a 
new reel-type mower.” 

The customer, he explained, as 
the sale was being completed, 
came 30 miles to buy his new 
mower from the Spalinger store 
because the year before the com- 
pany repaired his old mower 
while he did some running around 
town—after he was unable to get 
anyone in his own town to fix it 
satisfactorily. 

Expert lawn mower repair 
service and a flexible trade-in 
policy have been major factors in 
building a volume totalling around 
100 new power mower sales a year 
for this Eagle Lake hardware 
store. In fact, sales have been 
around that figure for about six 
years, and the only reason the 


The service shop rebuilds all used units that are worth rebuilding. market has not reached the 
Much of this work is done during the winter slack season. Units that saturation point is that the com- 
cannot be rebuilt profitably are relegated to the “mower graveyard” any is able to draw business from 

where they remain for parts salvage as needed. aie Eagle Lake’s normal trade 


territory because of the reputation 
and reliability of the mower serv- 
ice department. Eagle Lake is a 
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YEAR-"ROUND POWER MOWER BUSINESS 





Repair Service 


Flexible Trade-in Policy 


farming community of about 3,500 
population. 

The company got into the lawn 
mower business soon after the end 
of World War II largely by 
chance. Mr. Spalinger ordered six 
units from one concern, the order 
was not filled and he ordered six 
more; when these did not come 
through, he ordered several from 
another source. One day he went 
through the warehouse and to his 
consternation, he found 25 new 
lawn mowers. The old orders had 
not been cancelled and finally 
they were being filled. 

He realized he must sell a lot of 
lawn mowers, preferably in a 
hurry. He brought most of them 
into the store and made a mass 
floor display of them. They began 
to move out. He reordered twice 
that year, and lawn mowers have 
been moving steadily ever since. 
The unexpected large stock forced 
him to discover the importance of 
mowers. 

“It has been our policy from 
the time we bought this store, 
nearly 20 years ago,” Spalinger 
explains, “to stock nothing that 
we could not service satisfactorily, 
and lawn mowers were no excep- 
tion. Finding ourselves with a lot 
of mowers on hand, we set up our 
service department to handle them 
properly, and that has been the 
means of holding old customers 
and bringing in new ones.” 

The company stocks three major 
lines of power mowers, but the 
service department will and does 


repair all makes. The bringing in 
of old mowers for repair is the 
most consistent source of leads for 
new sales. 

The service department has a 


blade-grinding unit, and the flat 
rate of $6.50 for grinding the 
blades of reel-type motors con- 
tributes heavily to service volume 
(Continued on page 50) 


Owner Lioyd Spalinger, right, talks mowers with customer. 
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potlighting... 
WATER SYSTEMS 








coyr THE STORE is not large 
enough to provide action dis- 
play for electric water systems, 
planned floor traffic can pull at- 
tention to them.” 

The speaker is Gene Holman, 
manager of Nath Miller Hardware 


By Sophie W. Ellis 


Co., Harrison, Arkansas. This pros- 
perous store in a small city of 
8,000 population is equipped with 
modern fixtures, but floor space is 


Manager Gene Holman, left, demonstrates do-it-yourself installation for jet pump. 
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rather crowded. The reason for 
this is that Owner Joe Miller 
knows the value of displaying 
everything he has for sale, includ- 
ing one of his most profitable 
items, electric water systems. 
There is no room in the store to 
show a pump delivering water 
through a tap, but room has been 
made to display two pumps pro- 
minently, behind the polished 
plate glass window. The window 
is always spotless because it is 
cleaned regularly. And the pumps 
get attention from farmers every 
day of the year. 

“We would like to have action 
display,”” Manager Holman admits. 
“But we are not letting limited 
space prevent us from displaying 
pumps prominently, and planning 
traffic especially to sell them.” 

Floor traffic, pulled into the 
store with outside displays and 
advertising, is routed by the water 
systems. One of each of the two 
different brands sold is always dis- 
played in the front window, with 
enough room provided for demon- 
strating the pump. 

Package water systems that the 
customer can install himself are 
featured, especially jet pumps. 
Radio and newspaper advertising 
lets the customer know that the 
water system will be assembled in 
the store as far as possible. When 
the customer buys a package water 
system, he only has to tighten the 
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clamps on the pipe and drop into 
the well. 

For 60-foot wells, extra service 
is given. A correct length of pipe 
is cut past the tank. This is el- 
bowed down, and a plastic adaptor 
is installed in the elbow. The foot 
valve, jet and plastic adaptor are 
put on, a slip pipe is placed on the 
adaptor, and the assembly is drop- 
ped into the well. All that is need- 
ed further is to hook in the electric 
power and prime the pump. 

For mountain communities, 
deeper pumps are needed. At the 
branch store located at Alpena, in 
the Ozark Mountains, 15 miles 
from the parent store, sucker rod 
pumps, for going down 450 feet, 
are sold. More equipment and more 
skill are needed for installing 
these. Two installation men are 
employed for service. The custo- 
mer is quoted a flat price for 
pump and complete installation. 

Electric water systems are fea- 
tured also and promoted at the 
second branch store, about 20 miles 
east of the parent store, at Yell- 
ville. 

“We find that it pays to promote 
water systems,” Holman said. “The 
average job runs from $125 to 
$175, which gives us a good profit 
on pumps alone. But what we 
especially like about selling a 
pump to a farmer is the extra 
business we get from moderniza- 
tion of the farm home. Fixing up 
and improving follows every pump 
sale. In the little mountain com- 
munities surrounding Harrison and 
on the farms beyond these, many 
a neatly painted home is the after- 
math of one of our pump sales. 

“Bathroom fixtures, kitchen 
sinks, and even an extra room are 
the improvements frequently 
added after the electric water sys- 
tem goes in. And our store is filled 
with items needed to make the im- 
provements.” 

Complete repair parts are 
stocked for the two brands of 
water systems sold. At each of the 
three stores, one or more men can 
help the customer to make his own 
repairs by selling him needed parts 
and advising him on doing the 
work. Good repair assistance is 
especially needed in the winter, 
when pumps in the colder moun- 
tain communities sometimes 
freeze. When an especially active 

(Continued on page 50) 


The outside sign reminds customers that water systems are sold here. 
Fencing dispiayed outside helps to pull in traffic wanted for the 
water systems which are displayed beyond the window. 
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Farmers needing the various 

stock remedies, hand tools, 

etc., find them displayed near 
the water systems. 


Through carefully-planned traffic 


flow, this dealer controls problem 


of limited display space. 
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To cash in on the 
increasing interest in 
outdoor recreation 
this Virginia firm 
carries a $45,000 
stock of quality 
items—turnover rate 
is 4 times annually. 








A constant traffic flow of men, 
women, and children browse the 
aisles at Fairfax Hardware and 
Supply. The open displays allow 
them to handle and examine the 
wide selection of items offered to 
increase their enjoyment of out- 
door living. 


Outing 


By Beatrice Miller 


Equipment 


wm a current, four-time an- 
nual turn of a $45,000 stock 
of outing equipment, Fairfax 
Hardware and Supply Co. in Fair- 
fax, Virginia, anticipates still fur- 
ther growth in sales, according to 
Edward Heartley, co-partner with 
Hubert Dulaney. “We base this on 
the trend we are witnessing where- 
by families—men, women, and 
children—are eager to camp out 
for vacations.” 

To meet the growing demand for 
outing equipment, Fairfax Hard- 
ware and Supply Co. inventories 
a wide variety of everything a 
camper will need including tents 
and sleeping bags, lanterns and 
stoves, hunting equipment and 
fishing tackle, all in quality name- 
brand merchandise. 

“It is the middle-to-higher in- 
come families, well able to afford 
an expensive vacation at a fashion- 
able resort, who prefer pulling out 
in the station wagon these days for 
a camping vacation. These people 
insist on quality, shying away 
from price merchandise. Many 
of the women are buying their 
own fishing tackle for the first 

(Continued on page 86) 
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Hardware... 
Bargains... 
Puckett's 


Hardware... Bargains... 


Puckett's 


Hardware ... Bargains . . . Puckett's 


The three are one and the same 


to this community and an adver- 


tising-minded dealer planned it that 


way. Through his aggressive pro- 


gram, his store has become one of 


the leading hardware establish- 


ments in Alabama. 


UCKETT’s FAIRFIELD Hardware 

Co. in suburban Birmingham 
uses advertising for all it’s worth 
—and it’s worth plenty, according 
to Owner James Lee Puckett. 

An annual radio and newspaper 
advertising budget of approxi- 
mately $10,000 teamed with oc- 
casional loss-leader sales has kept 
business at Puckett’s consistently 
on the increase, even during the 
recession of 1958. 

Mr. Puckett’s recommendation 
of advertising is without reserva- 


By Wendell Givens 


tion. “It is,” he remarked, “every 
bit as important to a dealer as is 
his merchandise.” 

With a choice corner location in 
Fairfield, a steelmaking com- 
munity on Birmingham’s western 
outskirts; a recently-modernized 
and well-stocked store; and a well- 
timed program of advertising tied 
to eye-catcher sales, Puckett’s has 
become one of the leading hard- 
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Puckett's believes 

consistency is the 

key to power in 
advertising. 


ware establishments in Alabama. 

Typical of Puckett’s advertising 
strategy is its kickoff for the 
Christmas season. Mr. Puckett sets 
up his annual  Friday-after- 
Thanksgiving sale with radio 
spots and a full-page advertise- 
ment in the community news- 
paper, the Fairfield Advertiser. He 
offers special prices on a wide 
range of items with emphasis on 
gifts. 

He. increases his normal sales 
staff from 11 to 18 and braces for 
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the rush. And it comes, because 
residents of the west side of 
Birmingham have learned by radio 
and newspaper of the bargains 
available. “They are genuine bar- 
gains,” Puckett remarked. “We 
don’t stay in business selling 
junk.” 

Starting with the after-Thanks- 
giving sale, Puckett’s remains 
open every evening until Christ- 
mas with the 18 clerks spaced as 
needed through the day and even- 
ing. 

But Puckett’s doesn’t wait until 
the Christmas season to set busi- 
ness stirring. All through the year 
the store stages gimmick sales that 
bring in customers by the droves, 
and they stay to buy. 

Last summer, for example, 
Puckett’s advertised watermelons 
for 24 cents each, and sold 800 in 
a few hours. “Another dealer 
asked me why I didn’t put the 
melons out front where they 
would be seen,” Puckett recalled. 
“But that would have defeated our 
purpose. We stocked them in back 
of the toy department and 800 cus- 
tomers walked all the way 
through the store to buy them. 
They had a good look at our 
merchandise en route and a lot of 
them took something home besides 
melons,” 

On other occasions the store has 
sold birdbaths at $1 each, dog 
collars at three cents, ironing 
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Just as advertising brings 


customers in, 


attractive 


displays hold them. Gift- 
wares section is popular 
spot. 


board covers at 33 cents. Cus- 
tomers lined up for the covers and 
bought 100 in a half hour. A 
truckload of pottery was sold out 
in a week. Four dozen clothes 


dryers and 72 stepladders were 
snapped up in an afternoon. The 
stepladders moved so fast Puckett 
had to buy two extra dozen, at a 
slight loss, to satisfy the demand— 
and keep the customers coming. 

Other crowd-pulling events 
have been in a sidewalk sale, a 
moonlight sale, and a_ six-hour 
sale, all with basically the same 
format and results. 

All the sale gimmicks and ad- 
vertising, Puckett said, have a 
common purpose: to make people 
think of Puckett’s when they think 
of hardware. “Even if a customer 
came in only to buy a 3-cent dog 
collar, he will remember he got 
the bargain at Puckett’s. After 
another trip or two like that we 
believe he will get the idea: hard- 
ware... bargains . . . Puckett’s. 

“Some stores that stage so- 
called bargain sales buy up a lot 
of junk merchandise for the oc- 

(Continued on page 73) 


Front window bargains at Puckett's include this pile of pencils selling 
at 10 cents a dozen. Bargains in school paper are placed alongside. 
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$20,000 annually from fishing tackle -- 


Owner H. H. McCann 
rigs up rod and reel 
for customer who was 
originally attracted to 
store's massive dis- 
plays of fishing lures. 


By Ruel McDaniel 


Where Bait Is the 


| THF. SPORTING goods depart- 
ment of H. H. McCann Hard- 
ware & Appliances, Alexandria, 
Louisiana, there are more than 
1,000 different fishing baits and 
lures on display. Nearly all of 
them are out where customers 
may wait on  themselves—and 
browse and dream of fishing as 
long as their consciences will al- 
low. 


Baits are the “lure” which H. H. 
McCann, owner, uses to build 
sporting goods business, the most 
of which is fishing tackle and 
guns. Annual volume of tackle and 
related fishing equipment is about 
$20,000. 

“Whenever we see or hear of a 
bait that can possibly be used in 
our area, we buy it,” McCann ex- 
plains. “Naturally some of the 


items we buy sell slowly—a few 
not at all—but the fact that we 
(Continued on page 78) 


Above is one of several special bait 
displays that keep fishermen coming in. 
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Tackle repair service is operated 
by a women, Mexine Hendley, 
who also doubles as bookkeeper. 
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A Hot Time in San Antone 


Texas Wholesalers ... 
By Bob King 


Southwestern Editor 


a of the Texas Whole- 
sale Association and the Texas 
Hardware Boosters Club could say 
without contradiction that they 
had a “hot time” at their annual 
joint convention in San Antonio, 
June 16, 17 and 18. 
The weather bureau reported a 
record 103 degrees for the first 
day of the convention, tying a 
similar mark set nearly 45 years 
ago in that city. The last two days 
of the meeting also topped the 100 
degree mark. The _ sweltering 
weather, however, did little to 
melt the enthusiasm of well over 
500 wholesalers and _ boosters, 
New officers of the Texas Wholesale Hardware Assn., | to r., Ganahi wives and guests who made their 
a Jr., a erg ay > Zee a headquarters at the Hilton Hotel. 
. Ww. rnes, president, Waco Hardware Co., Waco; George Nors- oe . aieaien oe 
worthy, pore Fs president, The Schoelikopf Co., Dallas; = Jack It nee the sixty-fourth annual 
Caraway, first vice-president, Peden Iron and Steel Co., Houston. Not convention for the wholesalers, 
in picture: Howard Weddington, secretary-treasurer, Dallas. and the Boosters called it their 
silver anniversary meeting, mark- 
ing the 25th year since the club 
was formed in June, 1935. 


. - « Meet with Texas Boosters 


Officers of the Texas Hard- 
ware Boosters Club, |. to r., 
Baron Creager, secretary- 
treasurer, Dallas, Southern 
Hardware magazine; Ray H. 
Young, second vice-president, 
Houston, Peterson and Lowe; 
Frank Jordan, retiring presi- 
dent, Dallas, Lufkin Rule; 
William B. Hoofstitier, presi- 
dent, Dallas, with the Russell, 
Burdsall and Ward Nut and 
Bolt Co., and C. A. Goldstrom, 
first vice-president, Houston, 
American Chain and Cable. 
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A quintet of Hawaiian out- 

casts: Jack Harmon, Chap 

Anderson, Paul Bowen, 

Alan Johnston and H. G. 
Falter. 


First day of the three-day meet- 
ing was devoted to registration 
and get-acquainted sessions at the 
Hilton Hotel for members and 
visitors. Golfers moved out in force 
in spite of the blazing sun, with 
nearly 60 wholesalers and Boosters 
competing for the golf trophies 
given for low gross and low net 
scores. 

Past presidents of the Boosters 
held their annual 7:30 a.m. break- 
fast the next morning, followed an 
hour later by the joint open meet- 
ing of both associations in the 
Crystal Ballroom of the Hilton. 
The meeting was called to order 
at 8:30 by George Norsworthy, 
president of the TWHA. 

Norsworthy appointed new com- 
mittees for the wholesaler’s group 
and presented plaques to all past 
presidents of the association, stres- 
sing appreciation to them for the 
service they have given the as- 
sociation. 

Frank Jordan, Boosters presi- 
dent, reported on entertainment 
plans for the convention and later 


(Continued on page 82) 


First anniversary award for Lum 


Foster and bride; 
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@ money tree. 


Sharing a table, Mrs. Bob Woods, Ed 
Farrar, Mr. & Mrs. W. L. Schott, Mrs. 
Jack Morrison and Mrs. Farrar. in 
background: Folke Engstrom. Left: Doug 
McClay, receives his first prize award 
from Gene Hurless. Below: Jimmie 
McKie awards first prize to Mrs. Jack 
Barnes. Mrs. Low Nowlain, right, re- 
ceives her second prize from Bob 
McClure. 





When a customer comes to Store Man- 
ager Paul Bailey for advice on a paint 
project, he finds Bailey fully prepared 
to answer. They decide on kind of 
paint to be used, review the charts 
for color selection, and discuss a 
compound which Bailey recommends 
for washing down area to be painted. 


By C. Thomas 





“iia 1) 


Paint Business Booms 


as dealer gives ‘em what they want 


E. QUINONEZ, who owns and 

e operates the Texas Hard- 

ware, El Paso, Texas, buys paint 

in carload lots for his retail hard- 
ware store. 

“We do a terrific retail paint 
business,” Quinonez stated, “be- 
cause we have the colors and sizes 
the customer wants, and in the 
price range he expects to pay.” 

Quinonez takes a broad view of 
the paint business. From his ex- 
perience, he has found that the 
paint consumer knows just about 
what paint he wants, or, at least, 
the amount he wants to pay for it. 


For the best possible paint job, Bailey 
suggests to customer certain brushes, 
rollers, thinners, etc. 
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as to color, size, and price range. 


For example, he has many cus- 
tomers who buy paints in various 
price categories for different pur- 
poses. 

“We know there is a big demand 
for paint in the lower price cate- 
gory,” Quinonez stated. “For this 
type trade, we buy in four-carload 
quantity to get a price. In this 
quantity, we pay $2.10 a gallon, 
and sell it for $2.49.” 

That’s not much of a profit, con- 
sidering the investment. But 
Quinonez is not going to drive 
away potential customers for bet- 
ter grade paint by selling them in- 
ferior, low-priced material. 

Let’s look at it through Quin- 
onez’s eyes: 

The majority of low priced paint 
buyers are landlords who buy the 
less expensive paint to clean up 
between tenants. Satisfied with 
this cheaper paint for rental units, 
when they want the best for their 
own home or for their higher 
priced rental units they come back 
to Texas Hardware, prepared to 
buy the best. 

“Sixty percent of our paint sales 
is for our highest grade paints,” 
according to Paul Bailey, store 
manager. “This amounts to 70 per- 
cent of our paint dollar volume. 


Fifteen percent of our paint vol- 
ume, in the medium price range, 
accounts for around 15 percent of 
our sales volume or five percent of 
our paint dollar volume. Twenty- 
five percent of our paint dollar 
volume comes from our lowest 
priced paints.” 

There is a high percentage of 
housewives who want cheaper 
paints for re-doing various rooms. 
Too, many believe they are ahead 
to use cheaper paints and paint 
more often, giving them a change 
of color scheme more often. 

Bailey does not attempt to sell 
customers wanting the cheapest 
grades into a better one. That ag- 
gravates the average customer, and 
the way Quinonez looks at it, it’s 
subtle blackmail, trying to make 
the customer appear cheap. 

A housewife wanting a color 
change on her walls may buy 
inexpensive paint, but when she 
does her lawn or outdoor furni- 
ture, she will buy regular, high 
priced automotive paint. For cab- 
inet trim in her kitchen she will 
buy the highest priced enamel that 
will hold up under regular wash- 
ing with today’s detergents. 

Quinonez stocks two major lines 

(Continued on page 85) 
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"Safety Is Everybody's Business” 


Personnel at the Huey & Philp Co. plant in Dallas, Texas, enthusiastically display 


the safety banner donated by W. 


F. Leonard, Jr., vice-president of Traffic Di- 


vision of the Texas Safety Association, Austin, Texas, following a recent safety 
promotion meeting. Leonard, who is also director of safety of Southland Corp., 
Oak Farms Dairies, and 7-Eleven Food Stores of Dallas, delivered a safety lecture 
at the meeting, pointing out the importance of accident prevention efforts. He 
commended the Huey & Philp organization, headed by President Alvin Lane, for 
its fine safety record and for its interest in a safety promotion program. 


Co-op Advertising 


(Continued from page 35) 


heavily on his own experience, 
suggestions of the media repre- 
sentatives, the manufacturers’ ad 
materials and size of ad support. 
By raising the display volume, the 
support payments reduce the unit 
cost for advertising other items 
and increase the readership ap- 
peal of the entire ad. 

Joachim is the first to admit 
that he is no advertising expert, 
but he is pleased with results he 
has obtained. He and all the 20 
employees of Combel’s have hard- 
ware and appliance trade maga- 
zines delivered to their homes, and 
these are required reading. In ad- 
dition, the concern subscribes to 
the New York Times and New 
York Daily News which are 
scanned for possible layout ideas. 

“As amateurs,” Joachim said 
facetiously, “we try to keep up 
with the experts, and we have no 
qualms about stealing from the 
professionals. They are no more 
infallible than we are.” 

In this connection, he told a 
story of his experience with a na- 
tional ad analysis service which 
offers professional advice to local 
advertisers. 

“We had an ad that we par- 
ticularly liked,” he said, “and we 


sent it for analysis, hoping, of 
course, our pride would be ap- 
plauded. The ad was picked to 
pieces and rated as a horrible ex- 
ample of accepted practices. The 
ad analyzers didn’t know, of 
course, that this single ad had sold 
42 washing machines, all we had. 
I'll admit, however, that if the ad 
had been professional, it might 
have sold twice that number. Any- 
way, we were happy about the 
whole thing.” 

Consistency and continuity are 
the foundation of all Combel’s ad- 
vertising. Special one-time peri- 
odic insertions have been virtually 
discontinued in favor of advertis- 
ing regularity. 

“We try not to ever let anybody 
forget us,’ Joachim explained, 
“and when we have something 
real hot, we just step up our regu- 
lar campaign to saturation. We'll 
increase our newspaper space and 
our radio one-minute spots from 
six to 12 a day. We have no local 
television outlet.” 

Combel’s has found that its best 
advertising days are Fridays and 
Mondays, plus the day before 
large local payroll distributions. 
Classified and line item advertis- 
ing are used for traded merchan- 
dise. Demonstration tie-ins with 
the local utilities are also found 
to be effective in moving gas and 
electric appliances. 
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Joachim keeps a scrap book of 
all his ads for two purposes. The 
first is to facilitate his billings to 
supporting manufacturers at the 
end of each month, and the second 
is to find easily effective presenta- 
tions on items that are to be re- 
advertised later. 

After deciding the total space 
to be used and the items to be 
featured, Joachim merely  jots 
down this information and gives 
it to the newspaper representa- 
tive, with references to previous 
ads and manufacturers’ mats. A 
similar procedure is followed with 
the radio stations. The media pro- 
duce the actual layouts and 
scripts. 

At the end of each month when 
bills arrive from the newspaper 
and radio stations, Joachim, with 
the aid of his scrapbook, appor- 
tions the cost to each supporting 
manufacturer, usually from six to 
10 of them. He collects appropri- 
ate tear sheets and radio perform- 
ance affidavits, and sends these to 
the manufacturers with a “Co- 
Operative Advertising Claim for 
Credit” on a mimeographed form. 
This says: 

“We are sending you necessary 
supporting documents as checked 
below in connection with co- 
operative advertising which we 
ran during month of (blank) on 
(blank).” 

The form has check blanks for 
newspaper tear sheets, paid news- 
paper statements, paid radio state- 
ments and affivadits of perform- 
ance. It lists the total cost of the 
specified advertising and the man- 
ufacturer’s share. 

Checks from the manufacturers 
usually come back within two 
weeks, they are posted in the ad- 
vertising account, and the month’s 
co-operative advertising program 
is completed. 

Joachim agrees that all this 
sounds as if it entails a lot of 
bothersome work, but he insists 
the secret lies in getting the pro- 
gram organized into a routine pro- 
cedure. For his duties as credit, 
advertising and office manager he 
has the assistance of two book- 
keepers, one for general account- 
ing and the other for accounts re- 
ceivable, also a part time stenog- 
rapher. He said no one is over- 
worked. 

“And remember,” he added, 
“this is a vigorous operation for a 
concern 65 years old.” 

U. S. Joachim, who acquired 
the firm in 1918, is now president 
of Combel’s, Inc., owner of the 
business. He is also president of 
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Fast, easy way to increase 


(QOD LOOKING. Go0p 
MMs on §= DISPLAY “COOK'N 
Aluminum 
_" or, HOLIDAY COOKWARE 
peel STURDY CAST ALUMINUM 


Yonmamse Club Aluminum 


“*HOLIDAY'’ COOKWARE 





RMUDA 
SUN VALLEY BE 
YELLOW PINK 


PROMOTION KIT 
turns traffic into 
bigger profits 
all year ’round AN 


BIRTHDAYS 








Club “Holiday” Display and 18 piece assortment 


Four bright colors — * even cooking. That’s why women mene on —_ ror, 
iove Club gifts. The porcelained finish cleans effortlessly . . . 1 Qt. Sauce Pan 2CT: 1Y; 1 P: 1HR $495 $24.75 
can’t tarnish, peel. Foods cook in natural juices . . . saves 1% Qt Sauce Pan 1P; 1Y 7.95 15.90 


Rage, Rehan : : 2 Qt. Sauce Pan 1Y; 1P 8.95 17.90 
flavor, vitamins, minerals. In turquoise, pink, yellow, red. 3 Ot. Sauce Pan; 1CT 995 095 
4% Qt. Dutch Oven 1 P; ICT 11.95 23.90 
1% Qt. Dutch Oven W/W 1P 8.95 8.95 
1% Qt. Dutch Oven W/W ICT 9.95 9.95 
10” Chicken Fryer 1Y; LHR 10.95 21.90 
12” Cov. Fry Pan 1CT 12.95 12.95 
15” Roaster 1CT 12.95 12.95 
Club Holiday Floor Stand Display N/C N/C 
No. 4982 a ee 
© Free display and 18-pc. Club “Holiday” assortment No. 4982. Total Retail Selling Price $159.16 
© Free Gift Parade Promotion Kit. Dealer Discount 59.46 

Dealer Cost 99.64 
Store Name This deal, including display, is shipped direct, freight prepaid. 
Buyer's Name Display occupies space 22 x 34 inches. 


City & Zone CLUB ALUMINUM PRODUCTS COMPANY, 


Club Atuminum Products Co. 
825 Twenty-Sixth St., La Grange Park, III. 


Please send me the display and merchandise assortment ordered below, and 
have my regular Club Aluminum distributor bill me for the merchandise at my 
regular discount. 


“~—-N“"@=N@NN UW 


Name of distributor: 
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your share of the gift market 


SERVE” GIFTS 


. With 22K gold permanently fired into the glass 
. Carafes of hand blown heat: resist gloss 
, Platiers ond Cassersles ors heat-proot 


(GAL GIFTS FOR WEDDINGS: SHOWERS -BIRTHOAYS 
ANY GIFT OCCASION--OR YOUR OWM ENTERTAINING 


A PRODUCT OF CLUB ALUMINUM 











CAPITALIZE ON YOUR 
GIFT MARKET 


, @ Every day is someone’s birthday — 
over 1,800,000 weekly. 
@ Every day someone is getting married — 
over 1,500,000 a year. 
@ Every day is someone’s anniversary — 
over 30,000,000 a year. 





1. Gala window streamers to attract gift buyers. 
2. Decorative display attachment cards to excite 
more impulse gift buying. 


3. Shelf display cards to lead customers to Club 
“Holiday” and Inland Glass Products. 


4. Colorful counter display cards to suggest Club gifts. 


. Advertising Mats to establish your store as Club 
“Holiday”’ and Inland Glass headquarters. 





Inland Glass Display and 30 piece assortment 


a ane Dt Gift decisions are easy (one buy often leads to another) with 
8-Cup Triangular Carafe with Warmer $5.00 $20.00 Inland’s full display. Women know the black, white, 22-karat 
15-In. Steak Platter with Warmer 5.00 30.00 gold design goes with any decor... gives lasting beauty 


2-Qt. Casserole with Warmer 5.00 30.00 “as : s . a -F ee ; 
1-Qt. Casserole with Warmer 400 (8.00 because it’s permanently fired into heat-resistant glass. 
Twin 2-Qt. Casserole with Warmer 9.00 18.00 
Twin 1-Qt. Casserole with Warmer 7.00 14.00 inland Glass Works 

10-Cup Carafe, Black Collar, with Warmer 5.00 20.00 Division of Club Aluminum Products Co. 

10-Cup Carafe, White Collar, with Warmer 5.00 20.00 825 Twenty-Sixth St., La Grange Park, lil. 

Floor Display No. 28 NC ONC Please send me the display and merchandise assortment ordered below, and 
Total Retail Selling Price $160.00 have my regular Inland Glass distributor bill me for the merchandise at my 


regular discount. 
Dealer 00.80 Name of distributor: 
Dealer Cost 99.20 — 
© Free display and 30-pc. Inland Glass assortment No. 28. 
O Free Gift Parade Promotion Kit. 


nannnooal 





Deal and 22 x 44-in. gold flecked, black and white isiand type floor 
display shipped direct, freight prepaid. 


Store Name 





Buyer's Name 
825 Twenty-Sixth Street, La Grange Park, lilinois City & Zone 











the First Federal Savings & Loan 
Co. of Biloxi and of the Avelez 
Hote! Corp., operating the Avela 
and Riviera Hotels. 

The company operates two 
hardware and appliance stores six 
blocks apart on Biloxi’s principal 
downtown business street. 


5 


Spotlighting ... 
Water Systems 
(Continued from page 39) 


demand is made for repair parts 
and some shortages occur, pumps 
in stock are “robbed” of their 
parts in order to give the customer 
service. 

Pumps and motor are guaran- 
teed one year. If the store installs 
the pump, a year’s guarantee on 
labor is given. 

Pumps are advertised regularly 
in the local newspaper and in the 
weekly county newspaper. Radio 
spots also are used frequently. 

The pumps displayed in the 
window, as every other item dis- 
played in the store, are kept in im- 
maculate condition. Every day the 
store is gone over with a vacuum 
cleaner. The employee doing the 
work uses the nozzle attachment 
for careful dusting. In a store as 
well filled with merchandise as 
this one, the neatness is outstand- 
ing. Windows always shine. The 
floors are kept free from unsightly 
cartons. 

“We want people to enjoy com- 
ing in,” Holman commented. 
“Daily dusting keeps stock looking 
clean. And careful dusting auto- 
matically keeps everything ar- 
ranged attractively.” 

Because floor traffic is valued as 
a sales aid for water systems 
special thought is given to outside 
displays that make people stop 
and come in. One of the best for 
this community of stock farms and 
neat city homes is fencing. Under 
the attractive water supplies sign 
that swings out front is a long row 
of assorted fencing—ornamental 
yard fencing, field fencing of all 
kinds, and barbed wire. Fencing 
brings the farmer in, the manager 
contends. And the farmer is a 
water system prospect. 

Fencing, as water systems, is a 
favored promotional item here. 
The special freighting truck that 
the store owns exclusively for 
picking up supplies goes to New 
Orleans for fencing. Every year 
about 10 full truckloads are 
hauled in and sold. 

Another line that helps to pull 
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"50-Year Man" 


Ernie Poehler of Townley Metal and 
Hardware Co., Kansas City, Mo., re- 
ceives a plaque presented to him for 
his 50 years of service in the hardware 
business. The presentation was made at 
the Heart of America Golf Convention 
held in Kansas City on June 10 by Ken 
Williams, president of the Heart of 
America Hardware Club. 





traffic to the spot where water 
systems are displayed in the store 
is the large display rack filled 
with stock remedies. Farmers have 
learned that about everything they 
need to treat their livestock and 
poultry and to clean outbuildings 
is available in the store. Many of 
them who come in for these items 
do not have an electric water sys- 
tem, until they see the display here 
and listen to the salesman’s talk 
about do-it-yourself installation. 
“We sure would like to have a 
running-water display,” Manager 
Holman emphasized. “But since 
we can’t have that, we’re using 
planned store traffic to make far- 
mers look at water systems.” 


+ 


Repair Service and 
Trade-in Policy 


(Continued from page 37) 


and new mower sales, Spalinger 
explains. 

This and general mower repairs 
receive extra attention during the 
normally dull winter season to 
spur early interest in lawn mow- 
ers and to bring in needed work 
for the service department. The 
company runs two or three ad- 
vertisements in the local weekly 
paper during the non-mower win- 
ter period and urges mower own- 
ers to bring their mowers in for 
overhaul in preparation for using 
them in the spring. 

The company puts on another 
mower promotion early in the 
spring, with newspaper advertis- 


ing and a mass display on the 
sales floor, to start people think- 
ing of mowers as the grass begins 
to grow. 

“In fact,’ Spalinger explains, 
“we ignore the seasons to consid- 
erable extent in promoting mow- 
ers. We even run mower advertis- 
ing once or twice in the fall, just 
to keep people reminded that we 
have mowers and repair used 
ones.” 

The company never cuts the 
price of a new mower. thus giving 
it more leeway on trade-ins. 

“The average customer remem- 
bers how much we allowed him 
on his worn-out old mower long 
after he has forgotten the price 
of the new unit,” Spalinger de- 
clares. 

The company’s trade-in policy is 
quite elastic, and that is an im- 
portant factor in selling new mow- 
ers, Spalinger believes. It will al- 
low at least something for even 
the oldest type hand mower, and 
trade-ins are not necessarily con- 
fined to old mowers. Recently, 
Spalinger took in a chain saw as 
part payment of a new power 
mower. The service department 
rebuilds all used units that are 
worth rebuilding, and much of 
this work is done during the win- 
ter when normal repair business 
is slow. Those units which cannot 
be profitably rebuilt and sold do 
not go to a junk dealer. Instead, 
they are relegated to the com- 
pany’s “mower graveyard,” where 
they remain for parts salvage as 
needed. Spalinger declares that 
one part salvaged from a “grave- 
yard” unit is worth more than the 
entire unit would bring as junk. 

Last winter one junked unit 
produced a part for an old but 
still serviceable mower the com- 
pany had for repair that would 
have cost $10 to replace new, if it 
had been available; then a cus- 
tomer came along and offered $10 
for the motor off the junked num- 
ber. The two items produced 
twice the allowance made for the 
old mower in trade for a new one. 

“The older a mower is, the more 
valuable it is for salvaging usable 
parts,’ Spalinger explains. “Often 
it is difficult or impossible to get 
such parts for repairable mow- 
ers. Thus by retaining all junked 
units, we are able to render 
quicker and better service on old 
units that still are usable.” 

The company offers free pick- 
up and delivery on mowers to be 
repaired or sharpened. It sells 
new or even used mowers on 
credit, working out the terms to 
suit the individual customer. 
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INFORMATION CENTER 


BOOKLETS @ NEW PRODUCTS © ADVERTISEMENTS 


Help yourself to free literature 
and more details on any prod- 
ucts or sales aids mentioned in 
this issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on new products, and sales 
aids, just insert in the appropriate space provided on one of 
these postage-free cards the key numbers of the items in which 
you are interested, and drop the card in the nearest mail box. 

Use the cards also to get details on any advertisement— 
just insert the name of the company and page number in the 
space provided. 


Southern Hardware pays the postage! 


Send information on these SALES AIDS and/or WEW PRODUCTS (fill in key numbers): 





wee 


These cards 


can help 
you get 
valuable 


information 


Postage 
Will be Paid 


by 
Addressee 


EPLY CARD 


. BS, PL aR, ATLANTA, @A. 


Southern Hardware 


- 
! 
! 
! 
! 
! 
| 
! 
! 
! 
! 
! 
| 
! 
! 
! 
! 
I 
| 
I 
! 
! 
! 
! 
! 
! 


LY CARD 


9, 0. L. & BR, ATLANTA, GA. 


Southern Hardware 


806 PEACHTREE ST, 0. E 
ATLANTA 8, GEORGIA 
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CATALOGS & BULLETINS 


Available free to readers. Write in the numbers 
of items wanted on the return post card, page 53 


170 Door Hardware. Door Catalog 
A-400 contains 192 pages covering 
the company’s line of hardware. 
Richards-Wilcox Manufacturing Co., 
Aurora, Ill. 


171 Hand-Tool Equipment. Auger 
and electric drill bits, chisels and 
gouges, drawknives, door lock bits, 
nail pullers, and other hand-tools are 
pictured and described in this cata- 
log. Greenlee Tool Co., 1822 Herbert 
Ave., Rockford, Ill. 


172 Pumps. A loose-leaf catalog, 
No. 1, of the complete Commander 
line of water pumps, water systems, 
and sump pumps is available. The 
Tait Manufacturing Co., 200 Detrick 
St., Dayton 1, Ohio. 


174 Hack Saw Frame. An adjust- 
able tubular hack saw frame, No. 325, 
with chrome-plated handle and gold- 
finished blade, together with other 
tools and kits made by the company, 
is fully described in an available cat- 
alog. Great Neck Saw Manufactur- 
ers, Inc., Mineola, N. Y. 


175 Lawn Mowers. Catalog sheets 
picture and describe the entire Lazy 
Boy and Capri lawn mower line and 
the Lazy Boy riding rotary mower; 
also Edger and Lazy Boy Trimmers, 
plus Universal Lawn Mower Blade 
Replacement Kits. Lazy Boy Lawn 
Mower Co., Inc., 1315 West 8th St., 
Kansas City, Mo. 


176 Padlocks. Padlocks to meet 
every need are described in an 8- 
page catalog which features actual 
half-size illustrations of the compa- 
ny’s entire line. Catalog #71 also 
describes Master’s Special Service 
Department, as well as Master’s pad- 
lock and bikelock display boards. 
Master Lock Co., Milwaukee 45, Wis. 


177 Canvas and Nylon Products. 
A complete line catalog is available 


which contains 48 pages devoted to 
pup tents, tarpaulins, Sure-Fit boat 
covers, and many other items. 
Hoosier Tarpaulin & Canvas Goods 
Co., 1320 West Washington St., In- 
dianapolis 6, Ind. 


178 Hand Tool Handles. Catalog 
A and Chart B are available to assist 
customers in determining which 
handle correctly fits certain striking 
and edge tools. Both are illustrated. 
O. P. Link Handle Co., Inc., Salem, 
Ind. 


178 Special Purpose Planes. “How 
to Use Special Purpose Planes,” a 
20-page booklet on various types 
of rabbet, router, and doubie-end 
tongue and groove match planes, is 
available in reasonable quantity to 
dealers who may have them im- 
printed if they wish. Profusely illus- 
trated with line drawings, the book- 
let will be helpful to both veteran 
woodworkers and beginners. Stanley 
Tools, New Britain, Conn. 


180 Insecticide Sprayers. Descrip- 
tive literature which illustrates the 
company’s garden hose-fitting insect- 
icide sprayer, together with its other 
hose nozzles and sprinklers, will be 
furnished on request. Gilmour Man- 
ufacturing Co., Somerset, Pa. 


181 Water Skis. The Hydro-Flite 
line of water skis, aquaplanes, and 
accessories is presented in catalog 
No. 14. The catalog is in color, with 
the skiing equipment pictured and 
fully described. Hedlund Manufac- 
turing Co., Nokomis, III. 


182 Nail Wall Chart. A colorful 
wall chart showing “penny-wise” and 
corresponding nail lengths in inches; 
also illustrates many types of Maze 
nails. W. H. Maze Co., Peru, III. 


184 Farmers and Ranchers Hand- 
book. Information essential to suc- 


SOUTHERN HARDWARE for AUGUST, 1960 


cessful farm operation and items of 
interest to the family are included 
in a 72-page catalog of USS Steel 
Products for farm and home. Illustra- 
tions, application helps, specification 
charts, and “how to” instructions are 
included. General information on 
care of animals, tips on electricity, 
fish ponds, etc., the use of nails; in- 
formation about building materials; 
and an offer of free building plans 
for various types of farm structures 
are included. Tennessee Coal & Iron 
Division, Fairfield, Ala. 


186 Garden Shears. The complete 
Snap-Cut line of garden shears is 
described and illustrated in a 10-page 
catalog now available which includes 
specifications, finish, packing, and 
suggested list prices. Seymour Smith 
& Son, Inc., Oakville, Conn. 


187 Tapatco Products. A 24-page 
catalog, combining all Tapatco prod- 
ucts under one cover is available. It 
is printed in six colors and contains 
over 130 illustrations of Tapatco ma- 
rine and other products. The Ameri- 
can Pad & Textile Co., Greenfield, 
Ohio. 


188 Store Equipment. Each item 
from ticket holders to a complete 
merchandising unit is fully illus- 
trated and described in a catalog 
which contains much information 
on store merchandising equipment. 
Reeve Co., 9249 E. Bermudez St., Pico 
Rivera, Calif. 


189 Screw Anchors. Separate cat- 
alog sheets in two colors describe and 
illustrate Molly Jack Nuts, Molly 
screw anchors, Molly utility plug, 
and Molly Hi-Speed Installer. Molly 
Corp., Reading, Pa. 


191 Firearms. An extended fire- 
arms catalog gives detailed specifi- 
cation information, prices, etc., on the 
complete Mossberg line of rifles, 
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shotguns, telescope sights and Covey 
hand trap. O. F. Mossberg & Sons, 
Inc., New Haven, Conn. 


192 Fishing Equipment. A 32- 
page, 8% x l1l-inch catalog which 
gives descriptions, prices, and illus- 
trative details on the complete 
of Shakespeare reels, Wondervuds, 
lines, and miscellaneous accessories 
for every type of fishing is available. 
Shakespeare Co., Kalamazoo, Mich. 


193 Camping Furniture. An illus- 
trated catalog describes the compa- 
ny’s complete line of folding cots, 
camp stools, and other canvas-cov- 
ered furniture items. Tucker Duck 
& Rubber Co., Fort Smith, Ark. 


185 Foot Valves. Bulletin 203, a 
complete outline of the company’s 
foot valves, with recommended uses, 
is furnished on request. Strataflo 
Products, Inc., Fort Wayne, Ind. 


196 Electric Trains. A catalog is 
available which gives full informa- 
tion and illustrates the company’s 
line of train outfits and accessories. 
The Lionel Corp., 15 East 26 St., New 
York 10, N. Y. 


197 Wood Bits. A 24-page wood- 
boring too] catalog No. 53, describes 
all Irwin wood bits, special packag- 
ing, and point-of-sale displays. Rec- 
ommended uses for each wood-boring 
tool, along with balanced stock 
recommendations, are included. The 
Irwin Auger Bit Co., Wilmington, 
Ohio. 


198 Fishing Lures. Complete in- 
formation on its lines of lures, acces- 
sories, and displays is covered in the 
company’s 5l-page illustrated cata- 
log of action tackle items. Marathon 
Bait Co., 840 Henrietta, Wausau, 
Wis. 


200 Pliers. An illustrated catalog 
containing informaticn on a wide 
assortment of pliers, hammers, and 
miscellaneous tools is available, 
along with a price list. Merchandis- 
ing helps and suggested assortments 
are described in detail. Champion 
DeArment Tool Co., Meadville, Pa. 


201 Screwdriver Roll Kit. A cat- 
alog page is available in black and 
white which describes and illustrates 
the TK-5 Hold-E-Zee Screwdriver 
Roll Kit. The RT-52 Roll Kit, a spe- 
cial electronics kit, is described also. 
Upson Bros., Inc., Rochester 14, N. Y. 


203 Fishing Tackle. Offering a 
complete line of volume-priced Com- 
pac fishing tackle, the company lists 
hundreds of items in an all-inclusive 
28-page, general catalog. Commerce 
Pacific Inc., 161 West 24th St., Los 
Angeles 7, Calif. 


206 Life Saving Line. A full color 
catalog page offering illustrations and 
dimensions of the company’s U. S. 
Coast Guard-approved life vests and 
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HELPFUL 


BOOKLETS 
FREE! 


(Use reply card on page 53) 


boat cushions will be furnished on 
request. Red Head Brand Co., 4300 
West Belmont Ave., Chicago 41, Ill. 


207 Twine. A 48-page catalog in 
color entitled, “Columbian Twine for 
Every Use,” is available. The book- 
let describes strength, yardage, ap- 
pearance and price, the important 
factors of strength, knot strength and 
package break. Columbian Rope Co., 
Auburn, N. Y. 


208 Pumps. Lancaster’s line of 
Dutchman jet pumps and of the 
Lawn-Pak lawn sprinkling pumps 
are featured on two available catalog 
sheets which contain complete speci- 
fication data. Also available is a 2- 
page catalog in full color featuring 
the Dual Dutchman. Lancaster Pump 
and Manufacturing Co., Inc., Lancas- 
ter, Pa. 


209 Fishing and Marine Accesso- 
ries. The complete line of Frabill 
fishing tackle accessories and marine 
accessories is shown in this catalog. 
Frabill Manufacturing Co., 234 West 
Florida St., Milwaukee 5, Wis. 


210 Cleaning Supplies. “How to 
Display and Merchandise Cleaning 
Supplies for Profit” is the title of a 
six-page color folder offered to deal- 
ers as an aid in setting up a clean- 
ing supplies center. Material in the 
folder, recently revised, has been pre- 
pared in cooperation with the Mer- 
chandising Laboratory of the Na- 
tional Retail Hardware Association. 
Ox Fibre Brush Co., Frederick, Md. 


211 Sportswear. The clothing 
“preferred by sportsmen for more 
than 50 years” is presented in a col- 
orful sportswear catalog which fea- 
tures Duxbak garments that “shed 
water like a duck’s back.” Utica 
Duxbak Corp., Utica, N. Y. 


212 Bells. A 12-page colorful cat- 
alog illustrates the company’s line of 
bells. The line includes hand bells, 
tea, call, cow, patio, bicycle, yacht, 
souvenir, and numerous other types 
of bells. Bevin Brothers Manufac- 
turing Co., East Hampton, Conn. 


213 Wood and Sheet Metal 
Screws. Folder TC-4, “Instructions 
for Selecting and Using Wood Screws 
and Sheet Metal Screws,” gives 
complete instructions for measuring 


length and diameter, head styles 
available, pilot hole sizes, drill bit 
sizes, etc. Supplies of the folders are 
available to wholesalers and dealers 
handling Southern screws. Southern 
Screw Co., P. O. Box 1360, States- 
ville, N. C. 


214 Sprayer and Duster Lines. A 
Hudson Sprayer and Duster Catalog 
(No. 546) shows and describes the 
company’s line of hand- and power- 
operated sprayers and dusters. Ac- 
cessories and service parts are in- 
cluded also. H. D. Hudson Manufac- 
turing Co., 589 East Illinois St., Chi- 
cago 11, Ill. 


215 Toggle Bolts. A _ two-color 
bulletin #7001, describes and illus- 
trates a diversified line of toggle 
bolts. Complete information on mini- 
mum back-up clearances required 
and holding strengths of the spring- 
type bolts is provided. Installation 
instructions are given. Specifications 
provide diameters, lengths, weights, 
catalog numbers, and packaging in- 
formation. Diamond Expansion Bolt 
Co., Inc., Garwood, N. J. 


216 Oilers and Cans. A catalog 
illustrating and describing the com- 
pany’s entire line of oilers, safety 
cans, and oil and gasoline containers 
is available in two forms, No. 60 Gen- 
eral Catalog, and No. 60-C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va. 


218 Aluminum Furniture. The 
Delighter line of aluminum furniture 
specialties for homes, gardens, beach- 
es, boats, offices, and institutions is 
presented in a color folder. Universal 
Converting Corp., Dept. 1957C, Saw- 
yer St., New Bedford, Mass. 


222 Wrenches, Pliers, Tools. Cat- 
alog No. W-24 illustrates and gives 
specifications of the wrenches, pliers 
and other tools covered in this cata- 
log. A section is devoted to store dis- 
plays and advertising material which 
Diamond offers. Diamond Tool and 
Horseshoe Co., Duluth 7, Minn. 


223 Plastic Housewares. A Lus- 
tro-Ware catalog illustrating and de- 
scribing over 200 plastic houscwares 
is available. Featured is the Lustro- 
Ware Waste Basket Tree display 
stand which holds a 46-piece assort- 
ment of popular sizes of polyethylene 
waste baskets. Columbus Plastic 
Products, Inc., 1625 West Mound St., 
Columbus 23, Ohio. 


224 Window Glass. A _ 16-page 
booklet tells how smart buying, stor- 
ing, and proper cutting of LOF Qual- 
ity Window Glass will increase deal- 
er profits. Libbey-Owens-Ford Glass 
Co., 811 Madison Ave., Toledo 3, Ohio. 


225 Repair Handle. A _ catalog 
sheet is available describing the ad- 
vantages of the Drive-Ezy Repair 

(Continued on page 58) 
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WATER 
SYSTEMS 


“F* SERIES 
SUBMERSIBLE 


@ Replacement of Obsolete Systems 
@ Replacement of Inadequate Systems 
@ New Suburban & Farm Homes 


@ Prospects for a Second or 
“Stand-by” System 


More people are building homes 
beyond city water mains. More 
obsolete water systems need 
replacement. More people have 
found the water systems they 
bought are inadequate for their 
needs. More people are prospects 
for a “second” or “stand-by” water , “75° 
CONVERTIBLE JET 
system for use in emergencies, 
or when their present system is 
down for repairs. Whatever the See your Deming Representative. ..or mail coupon today for Catalog C-59 
market... whatever the need... NAME 
SELL DEMING...the reliable line 
that blankets the 4 BIG MARKETS 
for modern water systems. es — 
CITY. ZONE____ STATE. 


oe.” a The DEM i NG Co. 


YEAR EXPERIENCE H 889 BROADWAY + SALEM, CHIO 





COMPANY. POSITION 

















SOUTHERN HARDWARE for August, 1960 For more information use Handy Return Card, Page 53 





Handle. Step-by-step illustrations 
show the procedure for inserting the 
new handle which is designed to fol- 
low the curve of all hollow back 
shovels, spades, or scoops. Reverse 
side of sheet lists stock numbers 
which the handle fits. O. Ames Co., 
Parkersburg, W. Va. 


226 Portable Charcoal Grills. Full 
color, iliustrated, descriptive catalog 
on Deluxe and Promotional braziers, 
barrel braziers, and patio grills is of- 
fered. Chattanooga Royal Co., Chat- 
tanooga 6, Tenn. 


227 Sling Chains and Attachments. 
A catalog on the entire line of McK- 
Alloy Sling Chains and Attachments 
provides specifications and informa- 
tion on McK-Alloy chain products in 
sizes from “4” through 2” diameter 
inclusive. A section is devoted to the 
use, care, safety, and inspection of 
the sling chains. The McKay Co., 
1095 Liberty Ave., Pittsburgh 22, Pa. 


228 Sabre Saw. The Wen Model 
909 “All-Saw” is described and illus- 
trated in catalog sheet No. 90A110. 
The saw cuts 4x4 at 45°, a 6” log, 
and may be used for fine scroll work. 
Ten action photos show 909 cutting 
wood, metals, leather, plastics, foam 
rubber, etc. The sheet also lists spe- 
cial features, specifications, and as- 
sorted blades available. Wen Prod- 
ucts, Inc., 5810 Northwest Highway, 
Chicago 31. 


229 Tradesmen Tools. The No. 58 
Rotogravure catalog with 49 pages 
contains newest tools and engineer- 
ing changes in popular lines. Most 
popular Stanley and “Yankee” tools 
used by tradesmen are graphically 
described. Stanley Tools, division of 
The Stanley Works, New Britain, 
Conn. 


230 Specialty Nails. A catalog con- 
taining a wealth of information about 
specialty nails is available. TIllus- 
trated with scale drawings of the 
nails, the catalog serves as a refer- 
ence book for both salesmen and cus- 
tomers. It contains complete nail 
specifications. Handy charts give vi- 
tal data about the sizes and quantities 
of nails to use for various applica- 
tions. Each nail is identified by stock 
number and is priced from a separate 
list. W. H. Maze Co., Peru, II. 


232 Brass Plumbing Goods. A 4- 
page folder, LL-9479, features brass 
plumbing products such as ballcocks, 
flush valves, tank levers, etc. 48 
items covered. Mansfield Sanitary, 
Inc., Perryville, Ohio. 


234 Marine Lamps and Accesso- 
ries. A 16-page 1960 general catalog 
covers the complete line of marine 
lamps and accessories, fully illus- 
trated and with detailed information. 
K-S Marine Products, Inc., Oakville, 
Conn. 


235 Tapes and Tape Rules. Color- 
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ful catalog pages cover the compa- 
ny’s line of hardware items including 
all types of steel measuring tapes 
and tape rules from 3- to 100-feet, 
and augmented by woven tapes, 
plumb bobs and hand levels. Also 
given is packaging information, 
weight, prices, etc. Keuffel & Esser 
Co., Adams and Third Sts., Hoboken, 
N. J. 


236 Builders Hardware. A color- 
ful 104-page catalog illustrates the 
company’s full line of builders hard- 
ware. New items in the Safe line 
include Champion aiid Adams-Rite 
type hardware as well as Fraim pad- 
locks. Safe Padlock & Hardware Co., 
Lancaster, Pa. 


237 Fence Products. “American 
Products,” an illustrated general cat- 
alog listing fence and kindred prod- 
ucts, describes numerous types of 
fences and posts. The 41-page catalog 
also contains information and specifi- 
cations on such other items as bale 
ties, corn cribs, hardware cloth, nails, 
roofing sheets, welded wire fabric, 
stone wire, trellises and agricultural 
wire rope. A chart and table is pro- 
vided to determine how much fence 
and how many posts are required to 
enclose farm acreage. American Steel 
& Wire Division, U. S. Steel Corp., 
Rockefeller Bldg., Cleveland 13, Ohio. 


239 Wrenches and Socket Sets. A 
16-page catalog describing Billings 
Life-Time Wrenches and Socket Sets 
is available. Catalog is illustrated 
with complete description of each 
wrench and socket set. The Billings 
and Spencer Co., Hartford 1, Conn. 


240 Hack Saw Blades. A catalog 
page is available covering the Griffin 
line of Hand Hack Saw Blades, Cop- 
ing Saw Blades, Jig Saw Blades and 
Scroll Saw Blades. G. W. Griffin 
Co., Franklin, N. H. 


242 Simplified Pump Selection. A 
full-color, 12-page catalog, Section 
102, that simplifies pump selection by 
sectionalizing all basic information 
on facing pages has been designed 
for the Olympian line of pumps and 
accessories. The catalog features a 
color coding system and a numerical 
and letter coding system for identify- 
ing pumps, jet packages, and tanks. 


The F. E. Myers & Bros. Co., Ash- 
land, Ohio. 


244 Chain Data. The Chain Data 
Bulletin 59, a 28-page chain sample 
book, illustrates most sizes of 17 
types of welded and weldless chain. 
Contains 146 actual size illustrations, 
recommended uses, and working load 
limits for each size; also, trade sizes 
and trade numbers, material size, 
weight per 100 feet, number of links 
per foot, and finish and packing in- 
formation. S. G. Taylor Chain Co., 
Inc., Hammond, Ind. 


250 Polyethylene House wares. 
Four-color catalogs illustrate and de- 
scribe the complete line of Polly Flex 
Housewares. Colorful consumer fold- 
ers are also available. Republic Mold- 
ing Corp., 6465 N. Avondale Ave., 
Chicago 31, Ill. 


251 Packaged Screws. The color- 
ful catalog P-2, Package List Prices, 
contains eight pages of list prices on 
packaged wood screws, Type A tap- 
ping screws, machine screws, ma- 
chine screw nuts, stove bolts and car- 
riage bolts. Back cover, inside and 
out, is filled with color illustrations, 
descriptions and explanations about 
the “EZ to C” label system. South- 
ern Screw Co. P. O. Box 1360, 
Statesville, N. C. 


252 Firearms. A 24-page catalog, 
indexed and illustrated, contains de- 
tailed specifications for each of the 
imported sporting arms comprising 
the company’s line: F. N., Sako, F. I. 
and Finnish Lion rifles; AyA and 
Manufrance shotguns; Astra, Star 
and Unique pistols. Firearms Inter- 
national Corp., Dept. P, Washington 
22, D. C. 


253 Lawn Hose Goods. Catalog 
No. H-60 presents the Sherman line 
of lawn hose goods in actual color- 
style, with descriptive information 
and prices. Back page features photos 
and the names and addresses of com- 
pany representatives. H. B. Sher- 
man Manufacturing Co., Battle Creek, 
Mich. 


254 Threadless Pipe Fittings. Cat- 
alog sheets carry illustrations, dia- 
grams, and detailed information on 
Slip-On Threadless Fittings, Ball- 
cock and Faucet Adapters. The Slip- 
On Co., P. O. Box 9806, Atlanta 19, 
Ga. 


264 Athletic Equipment. A _ 3- 
color, 14-page catalog features the 
fall and winter line of athletic equip- 
ment. Includes football, basketball, 
boxing, volley ball, and soccer equip- 
ment. Draper-Maynard Co., Cincin- 
nati 32, Ohio. 


265 Power Mower Engines. The 
complete, illustrated story on the 2- 
cycle Lawn-Boy power mower en- 
gine, its design and performance fea- 
tures, is told in a 16-page booklet. 

(Continued on page 62) 
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World's most complete line of doth and rubber surface waders _ 
HODBGHM”M AN 


A style for every purpose and purse 
FEATURING 


2trong. reinforced uspender button 
Strongly reinforced sean 


waterproof 


Carefully designed for omfortabie fit 


Fully Vulcanized as a complete unit 

Boots cemented trapped and vulcanized + 

upper for extra str« ngth 

Roomy inside pocket 

Reinforced crotch rubber 

crotch and inseam 

Body material chofe guard 

point and chafing at boot top 
NO. 304 Boot feet constructed on foot shaped last for 
WADEWELL real comfort aly 

or to co r cof otec? 
BOOTFOOT ord tasers for fet practn 
WADER rotdiil tai 


Sponge rubber arch upporting insol« 


\ 


Extra trong double 
texture cloth surface 
body materia 


Drawstr ng top 


NO. 308 
eles sd celeds 
WADER 


Substantial rubber surfac.« 
Extra layer of rubber a? 
rotch and knees 

Special rubber chafe guard 
at top of boot 


OTHER HODGMAN WADERS 


SEND FOR ‘ —g 
CATALOG 


NO. 300 NO. 303 NO. 307 NO. 309 NO. 384 
Brighton ® Brighton ® Wadewel! ® Nylon Wadewel!l @® 
Lightweight Bootfoot Insulated Boot- Zephyrweight Hip Wadine 
Stockingfoot Wader foot Wader noe Boot 
Wader 


HODGMAN RUBBER co. 


79 Madison Ave 549 West Randolph St 8231 Hoyle Ave 1355 Market S# 
New York 16. N.Y Chicago 6. Ill Dallas 27. Texas San Francisco 3} Cal 
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Start digging profits 


now with these NEW 
MOTO-MOWER 
“Y. * "TILLERS 


These MOTO-MOWER Tillers are 
real ““Workhorses.”’ They are built to 
take it and built to perform. MOTO- 
MOWER gives you a line of Tillers 
to meet every job requirement. 
Here are features you can sell. . . 
features that mean dependable per- 
formance. euan een 
This gear box is built to 
last... proven by per 
formance. Enclosed worm 
gear drive with Timken 
tapered roller bearing 
Center location provides 
maximum tilling depth 


FORWARD WEIGHT 
The weight is up front 
over the Tines .. . the 
forward location of the 
, engine plus the rugged 
“ gear housing gives these 
MOTO-MOWER Tillers the 
" most favorable weight on 
. tines ratio of any tiller 
22” Super Tiller , ttn on the market —as much 
as 50% more than many 
competitive models. 

Adjustable wheels change 

weight distribution 


22” Deluxe Tiller 


SWIVEL BASE 
Swivel base is idea! for 
easy hilling or going 
around trees or along 
fences. (On deluxe mod 
els only.) 


SELL THESE TILLERS THIS 
FALL FOR ONLY $5.00 DOWN 
WITH MOTO-MOWER’S ALL 
NEW CONSUMER CREDIT PLAN 


Get the full details now on MOTO- 
MOWER’S New Workhorse Tillers and 
New Credit Plan. Ask your distributor 
or write to 


32” Deluxe Tiller 


MOTO-MOWER, inc. RICHMOND, IND. A Subsidiary of the DC dure Corporation 


60 Fo: more information use Handy Return Card, Page 53 SOUTHERN HARDWARE for August, 1960 





Your eustomers 
wrote the ‘specs 


for ''K’’ Model Repeating Shotguns 


And that’s why they sell so readily —they’ve 
got what millions of aoe: want, C-LECT-CHOKR. Settles: ese 
at prices they can afford! positive and clearly visible. 


CHANGEABLE CHOKE: Everybody 

195K 12 wants this feature. And here it is—made 
ga. specifically for the gun and on the gun 

$43.95 retail when they buy it. There’s none better. 


COMFORTABLE SHOOTING: Cushion 
rubber recoil pad and barrel vents behind 
the choke where they’re most effective 
(12, 16 and 20 gauge models.) 


SAFEST, HANDIEST SAFETY: On the 


Cons small of the stock in shooter’s line of 
ion rubber recoil pad a i. . . 
protects shoulder. vision. Convenient to operate with thumb 
while raising gun to fire. 


QUICKER RELOADING or change of am- 
mo: Detachable clip holds 2 shells (with 
one in chamber.) With extra clip or two, 
shooter enjoys fastest possible reloading 
or change in type of load. 


Barrel vents reduce recoil 


Safety—‘“‘right under your thumb” 


Quick-detachable clip maga- 
zine (12, 16 and 20 ga. models.) 


190K 16 ge 


$42.95 retail And here is your specification 
—‘‘quality that stays sold.”’ 

185K 20 ga. During the past 10 years, less 

$39.95 retail than one Mossberg gun in a 
thousand has been returned to 

the factory for repair or serv- 

183K 410 ga. __ice—or for any other reason. 


$37.95 retail 
Order today. Mossberg’s ‘‘K'’ models have got what it takes! 


FREE: Write factory for complete catalog. 


O. F. Mossberg & Sons, Inc. ossberq 


4708 St. John St., New Haven 5, Conn. for accuracy 
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Lawn-Boy, Lamar, Mo. 


267 Merchandising Equipment. A 
display and merchandising equip- 
ment catalog is available which fea- 
tures: Vizusell, a flexible system of 
fixturing for store wide visual mer- 
chandising; Viz-U-Bilt, all metal gon- 
dola type merchandisers; Vizuclips, 
display attachments for perforated 
hardboard panels, signing and bin- 
ning equipment as well as a wide 
selection of metal displayers for spe- 
cific types of merchandise. L. A. Dar- 
ling Co., Bronson, Mich. 


296 Salesman’s Chain Catalog. 
Compact 4-page catalog gives specifi- 
cations, and Working Load Limits for 
all popular grades of welded and 
weldiess chain. Also includes illus- 
trations and data on welded and 
weldless assemblies. Campbell Chain 
Co., York, Pa. 


297 Chain Merchandisers. Two 
separate 2-color catalog pages. One 
each featuring regular reel assort- 
ments and new Proof Coil Chain on 
reels. Each page illustrates new reel 
display merchandisers and actual size 
illustrations of chains. Space allowed 
to insert dealer cost. Campbell Chain 
Co., York, Pa. 


298 Window Glass Ads. A 12-page 
booklet listing more than 75 mats 
with detailed instructions for build- 
ing advertisements, ideas for layouts, 
for use in local newspapers or maga- 
zines. Mats are furnished free on re- 
quest. Libbey-Owens-Ford Glass Co., 
811 Madison Ave., Toledo 3, Ohio. 


292 Window Glass Installation. 
Four-page folder or stuffer entitled 
“How to Replace a Broken Window.” 
Eight helpful steps for the do-it- 
yourself handyman described and 
illustrated. May be imprinted with 
dealer name. Libbey-Owens-Ford 
Glass Co., 811 Madison Ave., Toledo 
3, Ohio. 


300 Fishing Lures. Over 150 dif- 
ferent soft plastic lures are illustrated 
and described in DeLong’s latest cat- 
alog. The covers in color give a pic- 
ture of the range and scope of the 
lure colorations. DeLong Lures, 4026 
Princeton Blvd., Cleveland 21, Ohio. 


301 Fishing Rods. Improvements 
in styling and design of the compa- 
ny’s line of fresh and salt water, 
solid and tubular fiberglass rods are 
depicted in the 1960 catalog. Also in- 
cluded are telescopic fiberglass and 
steel rods, revolving rod display 
stands, and wall display racks. Betts 
Manufacturing Co., Division of M-B 
Corp., New Holstein, Wis. 


302 Fastening Devices. A 20-page 
catalog features detailed informa- 
tion on “Hi-Red” plastic expandable 
screw anchors, and “Wally” plastic 
screw anchor, “Drive-Straps” shields, 
washers, machine screws, masonry 
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drills, and other fastening devices in 
the company’s lines. Holub Indus- 
tries, Inc., Sycamore, II. 


303 Household Hardware. A 2- 
page, 3-color bulletin describes the 
Roto-Rack household hardware dis- 
play, a 4-sided merchandiser contain- 
ing 41 individual items and 396 
pieces of “Standard” barrel bolts, 
cupboard turns, sash locks, hinges, 
and hasps. Information about avail- 
able finishes, sizes, and packaging for 
each item is given also in Form RR. 
Shelby Metal Products Co., Shelby, 
Ohio. 


304 Water Systems. The 1960 cat- 
alog, largest in its history, is avail- 
able. It features a loose-leaf cover 
with tabs for easy reference and in- 
cludes product sections on submers- 
ible, jet and reciprocating water sys- 
tems, submersibles and upright cellar 
drainers, and water softeners. Sec- 
tions are devoted also to the history 
of the company, pump selection and 
installation data, and sales aids. The 
entire contents are available in 2- 
and 4-page sections suitable for mail- 
ing by wholesalers and their dealers. 
Each section has space for imprint- 
ing. Tait Manufacturing Co., 500 
Webster St., Dayton, Ohio. 


305 Lubricant. A colorful catalog 
page describes Dry-Lube, an all-pur- 
pose lubricant packaged in non- 
breakable polyethylene squeeze bot- 
tles. Also illustrates new display 
cards. Page is 8%” x 11” to fit stand- 
ard binders. Reardon Products, 305 
Cass St., Peoria, Ill. 


306 Fishing Tackle. Seven color- 
ful catalog sheets, picturing and de- 
scribing the complete line of Langley 
baitcasting, spincasting, and spinning 
reels and rods, are offered. Newest 
contribution described is the Model 
444 Dyna-matic reel. Langley also 
offers the Fisherman De-Liar in two 
styles, bubble-packed for peg board 
display or packaged in cartons, as 
well as two artificial baits, the Mata- 
dor jig and the Banderilla lure. 
Langley Corp., 310 Euclid Ave., San 
Diego 12, Calif. 


307 Trowel Trades Tools. Special 
Dealer Edition of the 1960 Goldblatt 
Tool Catalog presents the “Good as 
Gold” line of tools and equipment for 
masons, cement finishers, plasterers, 


and other building professionals. 
Many new tools and building ideas 
are included. Goldblatt Tool Co., 
Walnut St., Kansas City 41, Mo. 


308 Airex Products. The compa- 
ny’s 1960 catalog contains 10 pages, 
in color, which illustrate and describe 
the complete line of fishing tackle. 
Catalog sheets are offered also on 
Baseball Gloves and on Rainwear. 
Airex Corp., 411 Fourth Ave., New 
York 16, N. Y. 


309 Window Glass. A _ 15-page 
booklet describes and illustrates the 
L. O. F. process of sheet drawing flat 
glass, the types and general uses, and 
gives selection and physical specifica- 
tion data. Booklet also shows dealer 
sales aids, such as signs and display- 
storage racks, and gives pointers for 
glazing and proper cutting of glass. 
Libbey-Owens-Ford Glass Co., 811 
Madison Ave., Toledo 3, Ohio. 


310 Putty Pencil. A catalog page 
descriptive of Magic Woodblend put- 
ty pencil is available. The bulletin 
explains how Woodblend corrects 
surface defects and holes in any 
shade wood. It also provides infor- 
mation about two displays, various 
color assortments, prices, etc. Form 
WB 1000. Magic Iron Cement Co., 
Inc., 5403 Bower Ave., Cleveland 27, 
Ohio. 


311 Curry Combs. An envelope 
stuffer entitled “How to Curry Favor 
with Your Customers” and which il- 
lustrates and describes a line of cur- 
ry, mane, and curling combs is now 
available. North & Judd Manufac- 
turing Co., New Britain, Conn. 


312 Galvanized Ware. A 16-page 
catalog describing the full line of 
J&L galvanized ware is available. 
Alongside the pictured products are 
descriptions, specifications, and ship- 
ping information. The product line 
includes pails, tubs, trash cans and 
burners, coal hods, fuel cans, water 
cans, etc., for a variety of industrial, 
commercial, and domestic uses. Con- 
tainer Division, Jones & Laughlin 
Steel Corp., City Park and Hamilton 
St., Toledo 1, Ohio. 


313 Building Specialties. An en- 
larged M-D catalog which contains 
64 pages plus cover is offered to deal- 
ers. The outside cover is dominated 
by a 3-D rendition of the M-D irade- 
mark in four colors against a black 
background. The inside pages, print- 
ed in three colors, completely illus- 
trate all of the building specialties 
manufactured by the firm. Mack- 
lanburg-Duncan Co., Box 1197, Okla- 
homa City 1, Okla. 


314 Fishing Lures. The 1960 color 
catalog illustrates the complete line 
of Whopper Stopper lures consisting 
of styles for all types of fishing from 
top to bottom scratchers. Sizes for 

(Continued on page 66) 
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MIDNIGHT, AUGUST 31 


your last chance to order 


(Cane > + VA Lh ne extra profit 
Se | “Early Bird’’ deals 


= as and get- 
vam nem FREE GOODS 


WINDOW MATERIALS 





worth up to $1397 retail 


SA FREIGHT 


(% to your door! 
$199 CASH for this coupon! 


ARVEY CORPORATION will send you $1.00 cash if you have 
this certificate, properly filled out, on file with us when we 
receive your “Early Bird Deal” order from your jobber. Certifi- 
cate and orders must be postmarked not later than August 31, 
1960. This certificate also entitles you to get all of the exciting 
new R-V-Lite promotion materials for 1960. 





























Now you make more 
profit than ever 

on R-V-LITE flexible 
window materials 


SEE YOUR JOBBER SALESMAN 








Dealer Name 
ae 
Address 
 —_ 
My jobber is: 


Compoany_ 
3500 NO. KIMBALL AVENUE, CHICAGO 18, ILLINOIS Address 








= ey 


Arvey CORPORATION 
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Chucks, if its a full line you wants 


SPECIFY U-BRAND FITTINGS.” Why waste valuable 
time buying from different sources? When you stock and 

use U-Brand fittings you are assured a complete, 
top-quality line from one source. All fittings are 
conveniently packaged and marked for immediate use. 
FOR ALL YOUR FITTING NEEDS: e Galvanized and Black U-Cote 
Malleable Fittings e Unions e Plugs and Bushings e Steel and 
Brass Nipples and Reducing Nipples e« Steel and Brass 

Insert Fittings e Poly-Plus Blue and Nylon Plastic Insert 
Fittings « Dielectric Fittings e Sanitary Well Seals. 

RX : 7 -« 
* *, , o> ; ‘ e . 
nial 


SOLD THROUGH WHOLESALERS ONLY 


64 














i ; * eg 
Pe WMT idles, 
#5 4 


The Union Malleable 


Manufacturing Company 


Ashland, Ohio + Vernon, Calif. 


SHIPPING DEPOTS IN PRINCIPAL CITIES ASSURES OVERNIGHT SERVICE 
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GUARANTEE 


We guarantee this USS American 
Fence to be full gauge with me- 
dium hard line wires, accurate 
dimensions, full number of stay 
wires and full length rolls. This 
guarantee is your assurance that 
if any roll of fence of our manu- 
facture is found to contain a 
manufacturing defect, it may be 
returned together with this tag 
to your dealer for replacement. 


Tennessee Coal & Iron 

Division of 

United States Steel 
Fairfield, Alabama’. mod 


Always tell your customers | eae j 


(iss) American fence is guaranteed 


You’ll find USS American farm fence is easier to sell if you point out the guarantee label on 





every roll. It’s your customers’ assurance from U.S. Steel that the American fence they buy 


must be free from manufacturing defects or it will be replaced. Tell your customers about 
the important guarantee. Tell them, too, how American fence is woven of heavily galvanized 
steel wire, for top protection against rust and weather. Point out the hinge joints that lock 
the wires firmly in place, and the tension curves that allow the fence to expand with weather 
changes and give and snap back when pushed by cattle. You’ll sell more American fence 


if your customers know these all-important points. General offices: Fairfield, Alabama. 


eS This mark tells you a product is made of modern, dependable Stee! 


USS and American are registered trademarks 
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* o spinning, casting, and trolling in a 
your caster st against s wide range of patterns to suit all 
——= conditions. Whopper Stopper, Inc., 
Box 793, Sherman, Texas. 


N.R.H.A. turnover recommendation 332 Fishing Tackle. The new %4- 


oz. “Razzle Dazzle” lure is featured 
in the company’s 1960 64-page cata- 


Bassick is proud to have casters on the turnover plan log. Packaging is described ~ 
dozen to the easel-type display card, 


that lists the basic hardware items which account for pr - tobe it a: 
80% of the stock considered essential to every hardware — Se die nian ee ee, 
Bgo size and one blade color to a card. 
store. Many successful hardware men use this list as a Wright & McGill Co., P. O. Box 518 
basic business tool. aa, Aurora Station, Denver 8, Colo. 
The caster stock below is taken directly from N.R.H.A. 
studies. Bassick catalog numbers are there to help you 333 Fabric Cement. Leaflets and 
complete your stocks most easily. Remember, you’re brochures are available as well as 
likely to lose orders if your stock is too low. Order the mailing cards for dealers on the uses 
Bassick Casters you need to bring it up to par from your of Tehr-Greeze Fabric Cement for 


, : - patching, repairing, and mending of 
jobber. The Bassick Company, Bridgeport 5, Conn. Jn any item made of cloth, canvas, 


Canada: Belleville, Ont. leather, and soft wool. Val-A Co., 
700 W. Root St., Chicago 9, II. 


334 Edge Tools. Colorful catalog 
pages are available presenting the 
company’s line of axes, hammers, 
hatchets, Bush Hook, sledge ham- 
mers, and garden tools. Illustrated. 
Mann Edge Tool Co., Lewistown, Pa. 


335 Vises and Levels. Catalog No. 
60 includes descriptions of 64 dif- 
ferent vises and 42 levels. Quick 
reference vise charts and compara- 
tive specifications are shown also. 
There are over 80 individual illus- 
trations. Columbian Vise & Manu- 
facturing Co., 9021 Bessemer Ave., 
Cleveland 4, Ohio. 


336 Household Chemicals. Cata- 
log pages are available on the compa- 
ny’s products which include Chimney 
Sweep Soot Destroyer, De-Moist Air 
Dryer, De-Moist Mildew Spray, 
Oven-Aid Oven Cleaner, Mr. Slick 
All Purpose Lubricant, Free-Ali Sep- 
tic Tank Activator. Circulars on 
some products are offered. G. W. 
Coughlan Co., West Orange, N. J. 


337 Barbecue Portable Pits. In- 

RECOMMENDED BASSICK ITEM formation about styling and cooking 

. . features of the 1960 line of “Char- 

Recommended Recommended Broil” portable outdoor cooking 
Stock Bassick j . . . . 

item insets Catalog No. Item L —¥ cntcien the. equipment is provided in a pamphlet. 

Columbus Iron Works Co., Colum- 


Office Chair 2sets Boxed 8696 3” Wheels 4sets Boxed 13428S0C bus, Ga. 
Truck Casters, Stee! Wheel: 
Rubber 3sets Boxed 2616 2” Wheels 4sets Boxed 9621RP 338 Sweeps and Plow Shares. A 
Plate Casters: 2%" Wheels 2sets Boxed 2611E colorful wall chart illustrates the 
1%” Wheels 4sets Carded 5629SWBE 3” Wheels 2 sets Boxed 3611E Southern Streak line of “Red Streak” 
1%” Wheels 4sets Carded 7629SWBE Caster Cups: high carbon sweeps and other steel 
Gripneck: Phenolic 24 sets Display Pkg. NDC-6E plow shares. Southern Plow Co. Di- 


14%4” Wheels 4sets Carded 5639SWBE Display Pkg. NDC-7E ie 
1%" Wheels 4sets Carded 7639SWBE Furniture Glides: vision of Columbus Iron Works Co., 
CG-90NE Columbus, Ga. 


Tea Wagon Small 12 sets Display Pkg. 
Gripneck: Medium 12 sets Display Pkg. CG-9INE 
2” Wheels 2sets Carded 9428SOCE Large 12 sets Boxed CG-92N 339 Marine Cordage. A 28-page 

2sets Carded 9429SCNE marine catalog featuring a special 

display rack section and showing the 
company’s complete line of rope, 
cordage, and water skiing accessories 
- ae is available. Marine Division, Puritan 

ass iclke a) Cordage Mills, 124 Cabe] St., Louis- 


LY 7 
Excellence A DIVISION OF - ville 6, Ky. 


STEWART-WARNER CORPORATION 340 Plastic Hose Nozzles. A 3- 


color bulletin, descriptive of Trans- 
Flo plastic hose nozzles, contains 
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with cold water and you have ” 


@ ready-to-use clean white 
ploster. Available in 

1, 2% and 5 Ib. cartons, 

2, 5, 10 and 15 lb. paper 
bags, 25 and 50 Ib. bags 
ond 100 Ib. drums. 


becomes a solid part of the 
lumber. Available in 1 and 
5 Ib. cartons, 25 and 50 Ib 

bags and 100 Ib. drums. 


, finish, and will not shrink or 


fall out. Available in 1 and 
5 lb. cartons, 5 and 25 Ib. 
bags ond 100 Ib. drums. 


“your wholesaler 


CONSUMERS GLUE co. 


The Eb al Pioneers in Adhesives oa y 
1515 Hedley 
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wouldn't be 
without it 


“We sold a lot of 
VISE-GRIPS 


from the space 


this display required” 


says M. F. OLSON, Wall Hardware, Edina, Minn. 


The limited space this profitable VISE-GRIP display rack 
takes is proving to be a major advantage with all store 
owners. It can be mounted just about anywhere without 
ing with other lines of merchandise. Designed 
to make it easy for customers to pick out the exact 
VISE-GRIP they want. 
The VISE-GRIP rack is now featured in ads currently 
running in Life, Saturday Evening Post, Popular Science, 
Popular Mechanics and Farm Journal. 
Customers will see it and will be looking for it in your 
place. To get your free display—or if you need another 
one, simply write direct (or ask your jobber). 








Requires a — : 
minimum of 
space coe ae om crm 
(only 14° % ": = oro) 
wide). — Ne - . 4 Prices and 
models are 
clearly 
indicated 
Easy to 
put up. 
hy Bes 
~ Bright 
~ sense. | j ; yellow 
and ‘black 
wit 
easy-to-read 
Features the F : ¥ sales 
complete j y message. 
Vise-Grip 
ine. 


PETERSEN MFG. COMPANY 
Dept. SH-8 + DeWitt, Nebraska 
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When Well Displayed...the Sale is Made! 


It takes visibility to make salability! That’s why Columbian Rope 
offers you these four display merchandisers. They remind the 
customer of rope — they suggest the purchase of rope — they help 
you make more rope sales. Occupy minimum floor space, too. Ask 
your Columbian Distributor about these merchandisers today. 


The PICK-ME-UP brings self-service 
to rope sales. It displays 50 ft. and 
100 ft. Columbian Manila Rope Coils 
packaged and ready to go. No weigh- 
ing . . . NO Measuring . . . no cutting. 
The Pick-Me-Up—22” x 22” x 5412” 
—tokes less than 4 sq. ft. of floor 
space. Top shelf for ski-rope and other 


yi" ”“ we 


small items. Rope sizes 4", 38”, Y2 


MERCHANDISER #57 displays 6 Col- 
pack Cartons with a variety of ropes, 
including two 100-Ib. cartons or 6 full 
reels plus two 25-Ib. reels. Rope feeds 
through guides to simple, accurate 
measuring device, is quickly cut to any 
desired length. Merchandiser #57 is 
5412” long, 442” high, 23 “44” deep, 
has 12 ¥2” high sign on top. 


COLUMBIAN COLPACK ROPE RACK disploys rope COLUMBIAN DISPLAY RACK holds three reels of 
in smaller sizes. Holds one Colpock 25-Ib. carton Columbian Stabilized Nylon Rope or Columbian 


and two Colpack 50’s. Takes only 20” x 30” floor High Tenacity Polyethylene Rope, in “4”, 34” and 


space. Top shelf for water-ski rope, small coils Y2” diameters. Fits easily on shelf, counter, or on 
top shelves of Pick-Me-Up and Colpack Rope Rack. 


iy 


| COLUMBIAN |i COLUMBIAN Rope Company 


\a 4 TWINES fi Auburn, “The Cordage City,” New York 


The Man Who Knows the Ropes Says, “Columbian!” 
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High Speed HACKSAW BLADE 


50% 


Biggest Hack Blade Improvement in 50 Years... 
Now Ready for the Hardware Trade! 


reduces cutting costs 
as much as 


After 3 years of development and testing, ATKINs/ BorG- 
WARNER offers you a revolutionary new hacksaw blade 
that has actually out-cut and outlasted competitive 
blades 2 to 1! 

New Silver Streak is a fitting companion to ATKINS 
Silver Steel line of tungsten blades. Both names represent 
the industry’s highest achievement in hack blade met- 
allurgy for the types of cutting each is designed to 
perform. 

Call your Atkins Wholesaler NOW .. . ask for new 
Silver Streak Hacksaw Blades. 


NEW... FULL LINE HACKSAW DISPLAY 
for fast turnover, fast profit! 


NOW AVAILABLE FROM YOUR ATKINS WHOLESALER 


first full-line hacksaw display ever offered by an American manufacturer! 


Display No. 4977 


For wall, pegboard or post. All steel rust- : 
proofconstruction, 12” x 28” x 8”. Hangers - 
for hack frames and rotating rack for -‘ 
blades. Descriptive panels help customers : 


select right blade for the job. Complete 


with 1 No. 10 and 2 each of Nos. 111 and : 


199 Atkins Hacksaw Frames and 150 
assorted blades. 


fe 


+ Value of Display 10.06 


TOTAL VALUE 581.22 
° Rogutes Dealer 59 83 
YOU PAY ONLY ‘49.77 





also available: 
Display No. 4293 


Consisting of the rotating rack section of : 
No. 4977, with pedestal. Complete with : 
150 assorted Silver Streak, Silver Steel and : 


Standard blades... 


> Retail Value 
: of Blades 560.90 


* Value of Display 6.50 
Tora. vawe 67.40 


Regular Dealer 49 8 


; YOU PAY ONLY 542.93 


Call your ATKINS Wholesaler 


BW 
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for this Money-Making Display! 


ATKINS SAW DIVISION, BORG-WARNER CORP. 


INDIANAPOLIS 25, INDIANA 


“TRADE MARKS OF BORG. WARNER CORP 
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The Debut of the 
SWING-A-WAY 
DeLUXE 
AUTOMATIC 
CAN OPENER 














Model 1509 RM-WM-YM-PM-TM-SM... Red, White, 
Yellow, Pink, Turquoise and Sandalwood ename!, Chrome trim $6.95 
Model 1509M Polished chrome $7.95 


Just out...the new standard for comparison in automatic 
can openers ... the Swing-A-Way DeLuxe! Its sophisticated styling has the 


timeless value of all Swing-A-Way design, and beneath the beauty is a time- 


proven mechanism to give years of trouble-free service. See the newest and 


neatest look in can openers...the totally new Swing-A-Way Deluxe Automatic. 
Finest Features! Single-handle automatic operation ¢ Exciting, totally -new 
styling * Six decorator colors ¢ Sturdy cast housing * Powerful, ceramic magnet 


e Gear-driven cutter ¢ 3 - position wall bracket ¢ 5-year written guarantee. 


, ome 
you can sell more, make more with SwInG A WAY 


SWING-A-WAY MANUFACTURING COMPANY + ST. LOUIS 16, MO. + In Canada: Fox Agencies, Port Credit, Ont, 
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Neva fot-Rudded, All-Weather Hunters | 


A POWERFUL NEW PREMIUM GRADE, 
PREMIUM PRICE, PREMIUM PROFIT SHOTGUN SHELL 


Steel and Polyethylene Remington ‘‘SP”’ Shells Let You Guarantee 
Perfect Chambering in Shotguns In Any Weather. They Keep Power Factory Fresh! 


These new Remington Premium Grade “‘SP”’ shotgun shells, 
made with steel heads and linear polyethylene bodies, are 
the result of years of intensive laboratory research and 
painstaking field testing. 


Remington Premium Grade “‘SP”’ shells were designed to 
meet demands of rugged, all-weather hunters who want shells 
guaranteed to perform under roughest hunting conditions, 
shells that will not swell in rain, snow or sleet, will not scuff 
or mar, and will maintain factory fresh power, ballistic and 
dimensional stability in all kinds of weather. 


Now they're here . . . with guaranteed features that mark new 
Remington Premium Grade “SP”’ shells the ultimate in 
shotgun ammunition! 


Just look at all these 10 great selling features: 


Guaranteed — to chamber in shotguns under all 
weather conditions. No more swollen bodies, wasted 
shells, or malfunctions due to bad weather. 


New linear polyethylene one-piece seamless corrugated 
body. Linear polyethylene is one of the toughest plastics 
available, made even tougher by a secret process. 


New Duplex Plated Steel Head — stee! where steel! 
belongs. Remington's use of polyethylene, together 
with the new one-piece base wad, permits us to take 
advantage of the strength of steel. This new steel head 
is copper and brass plated, corrosion resistant. 


Weatherproof — the completely new construction of 
this new shell protects the ccr*ents and insures 
uniform pressures, velocities, pattern and power. Keeps 
“factory fresh."’ Ballistically and dimensionally stable. 


Scuffproof — the tough, corrugated polyethylene body 
resists all attempts of scraping or scarring — can be 
carried in a wet hunting coat pocket for days without 
affecting performance characteristics. 


New Transparent Body — a terrific sales feature. 
Shows the shooter the internal construction. He can 
see the quality, dependability and engineering built into 
this shotgun shell. 


New One-Piece Base Wad — an exclusive new fibre 
wad hydraulically formed, adding to high shell strength 
and facilitating the new, amazing combination of steel 
and polyethylene. 


H-Wad — a proven sales feature. For the first time in 
any hunting load the new shell uses the exclusive 
Remington polyethylene ‘‘H’’ wad. 


New “Rib-Lokt’’ Crimp — this is the strongest crimp 
of its type ever designed for a shotgun shell. Crimp is 
designed for fine, uniform patterns. 


“Kleanbore”’ Priming — an exclusive Remington sales 
feature that will never grow old — and one that has 
proven its worth for thirty-four years. ‘‘Kleanbore”’ 
priming does not cause rust or corrosion in gun barrels. 
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Washing Machine Test Body Pull Test 


Sane anand S. Pat. Off. ao “Express” is a trade-mark of 
Remington Arms Company, Inc., 939 Barnum Ave., Bridgeport 2, Conn. 
eS ee 


a e 


ce ee 


Hunting Jacket Test 


Ice Test 







complete information on packaging, 
displays, and test data. Bulletin L- | OW 
169A. Vichek Tool Co., Cleveland 4, a a | 


Ohio. 


341 Spark Plugs. The Mower Every link of 


Power M-42 spark plug which is 
specially designed for power mowers, a 
power saws, tillers, garden tractors, . b I Ch 

and similar engine applications, and amp e ain 
outboard spark plug are described 
and illustrated in available literature. 

Stitt Ignition Co., Marine and Power Gis Hits what 
Mower Div., 86 East First Ave., Co- 
lumbus 1, Ohio. 


347 Nails. Technical data, pro- want to 


fuse illustrations and suggested uses 
of the Stronghold and Screw-Tite 

lines of nails are contained in the know! 
literature made available by the com- 
pany. Literature includes a technical 
brochure, a recent two-page catalog, 
and a booklet entitled “New Ideas 
for Using All-Nailed King-Post 
Trussed Rafters.” Independent Nail 
& Packing Co., Bridgewater, Mass. 


*.?._* 
. > 


* 
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Bargains at Puckett's 
(Continued from page 42) 


casion. But we go for quality be- 
cause we want the customer to 
come back. 

“Another thing: I hear many 
hardware men complaining about 
drug, grocery, and dime stores 
cutting heavily into what tradi- 
tionally has been hardware’s field. 
That doesn’t worry us; in fact, we 
often counter-punch. Before school 
starts we fill one of our front 
windows with pencils selling 10 
cents a dozen and with school pa- . 
ag map aned ne CAMPBELL marks every link to show the grade or 

“Next we may haul in some the manufacturer . . . it’s ““HALLMARK’’s CHAIN! 
canne 0o a Ss d é . . 
ren sae — sitet tian te Yes, only CAMPBELL identifies all the popular 
one that can be worked many welded chain grades with embossed letters on 
ways, and you simply can’t sit every link! 
back to see what the competition 
is going to do next.” The grade mark (see below) appears on alternate links 

The Fairfield newspaper in ... your permanent grade identification. 
which Puckett’s advertises is a 


non-profit, Chamber of Commerce The Campbell "“C” is permanently in relief on every | 





sponsored tabloid. Now in its third other link . . . your manufacturer identification. 


year the paper carries about 75 a : 
percent A a and 25 percent AND ... another bonus! CAMPBELL CHAIN is easy to 


reading matter such as weddings, measure. It’s ‘‘Measure-Mark” Chain color coded 
school activities and other such exactly every five feet (see below). 
news of community interest. 
The paper has a controlled free 
circulation of 25,000, all on the GRADE 
west side of Birmingham. It is eer omer 2 Ss 
published monthly through Oc- PROOF COIL CHAIN P GREEN 
tober, twice in November and De- BBB CHAIN B RED 
cember. HIGH TEST STEEL CHAIN H BLUE 
Puckett regards the paper as an CAM-ALLOY CHAIN A ORANGE 
excellent advertising medium, one 
that has brought prestige to Fair- 


field dealers, created good will CAMPBELL CHAIN Company 


through its news columns, estab- 
Tal Lm FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 


CHAIN WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 





“"MEASURE-MARK" 



































© POR PRECISION rowes an : * , 


qBOLTS AND NUTS 


This STEELMARK of the American 
Steel Industry tells you a pared. 
is made of Steel. Look for it when 
you buy. Place it on the products 
you stock and sell. 


q BLUE RIDGE ROOFING 


NAILS) 
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BARBED WIRE 


“MY REGULAR 


HARDWARE DISTRIBUTOR 
RECOMMENDS REPUBLIC” 


—E. J. Miller (right), owner, Killian Hardware Store 





“I buy plastic pipe from Dale Sigafoos of Medina Wholesale,” says Ed 
Miller, Akron, Ohio. “Maybe I could buy cheaper pipe from other sources 
but I don’t intend to 

“Medina Wholesale is an established outfit with a telephone number 
and warehouse stocks. They give me good products, good service, good 
prices, and good sales advice. They tell me Republic makes fine plastic 
pipe and I believe them. 

“Killian Hardware is located south of Akron, We sell plastic pipe to 
farmers and other customers for many different uses. The biggest are 
temporary and permanent watering lines and drop pipe applications. 

““My customers use the FE flexible type and also the semi-rigid SRK. They 
like this pipe because it’s easy to work with and does what it is supposed to 
do. I’m not surprised. Republic is a big company. They've been making 
thousands of tons of steel pipe every year for many years.” 


CALL YOUR REPUBLIC DISTRIBUTOR for good products, good service, 
good prices, and good sales advice. You'll welcome his service on plastic 
pipe, roofing, fencing, wire products, nails, bolts and nuts. 


REPUBLIC STEEL 
Quality Supplies... Quality Suppliers 


REPUBiIC STEEL CORPORATION 
SERVICE DEPT. SH-9793 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 

Plastic Pipe: 0 Flexible FE® O) Semi-Rigid SRK® 

O) Southern Fence O BLUE RIDGE Roofing 

O 13% Gage Barbed Wire 0 Nails O Bolts and Nuts 


Name Title 





Company 





Address. 








City. Zone State 





How to keep ’em happy 7, 


fe) 


Stock working 
barnyard hardware 
by Anchor Brand 


Men who handle livestock know how 
important it is to have working barn- 
yard hardware. They want curry 
combs that do their jobs well, keep 
animals in good shape. They need 
items like cattle leaders that are 
sturdy, long-wearing, calf weaners that 
fit securely, comfortably. 

All this — and more — is what you 
give them when you sell them Anchor 


No. 15 Curry Comb, sprin: 
steel or solid brass; 
enameled wood handle, cir- 
cular pattern, reversible. 


No. 52 Cattle 
Leader 3” x 5%", 


cast malleable iron 


New Britain 


NORTH 


Manufacturing Company 





No. 100 Curry Comb, with knocker 
bar, steel comb, steel handle, six bars, 
open . 

Also available without knocker bar, 
No. 95, steel comb and handle, six 
bars, open back. 


Brand. Anchor Brand barnyard hard- 
ware keeps ‘em happy down on the 
farm because it is ruggedly constructed 
of highest quality metals with corro- 
sion-resistant finishes. Anchor Brand 
products are built for reliable per- 
formance and long service. 

Check with your wholesaler for 
your stock of popular, profitable 
Anchor Brand barnyard hardware. 


Calf Weaners 

cast malleable iron, stand- 
ard pattern; — will not 
injure animal. 


No. I 

Small, for calf 

No. 2 

Medium, for Yearling 


No. 3 
Large, for Cow 


No. 5319 Cattle 


JUDD 


wi 
8” overall length, cast 
malleable iron 


Connecticut 


lished better relations among the 
dealers, and brought increased 
buying traffic to the entire com- 
munity. 

As one of the Advertiser’s chief 
sponsors, Puckett’s usually buys a 
full-page ad, sometimes more, at 
the contract rate of $1.65 an inch. 
The non-contract rate is $1.85 and 
the national rate, $2. Puckett’s ads 
in the paper for a year total about 
$2,000. 

Puckett plans his advertise- 
ments with the assistance of a 
layout man from the Advertiser, a 
part of the paper’s service. 

The store’s radio advertising is 
largely concentrated with one net- 
work station and runs $6,000 to 
$8,000 a year. The commercials, 
contracted on a yearly basis, con- 
sist of two spots a day, five days 
a week, and an additional spot 
three days a week. 

Puckett buys choice time for the 
spots, just prior to morning and 
early evening newscasts. Times of 
the other three spots are alter- 
nated to catch the daytime 
women’s audience or evening 
family audience. 

Usually Puckett phrases in gen- 
eral terms what he wants in the 
commercials and the radio ad men 
compose them. On special oc- 
casions, such as the six-hour and 
sidewalk sales, he buys a satura- 
tion package deal. 

For hardware men who aren’t 
sold on the power of advertising, 
Puckett advises: Too many deal- 
ers try hit-and-run advertising 
and wonder why it doesn’t pay 
off. “One week of advertising 
won’t bring customers flocking to 
your store,” he remarked. “Ad- 
vertising is largely a prestige mat- 
ter—have an attractive, well 
stocked store, good service and 
create desire on the customer’s 
part to come to your store. Help 
him get the habit and make the 
habit worthwhile.” 

The independent hardware deal- 
er in particular needs to adver- 
tise, Puckett believes. “Just watch 
the chains. When business starts to 
fall off, they step up their adver- 
tising and business picks up. The 
same thing will work for inde- 
pendents.” 

Puckett practices what he 
preaches. His store has 100 feet of 
front window display, eye appeal 
throughout, good lighting and 
wide aisles. Last year Puckett in- 
stalled hi-fi music but wondered 
if it was worth the expense. Dur- 
ing a remodeling job this year he 


had to shut off the music. A large 
number of good natured protests 


New York * Boston * Philadelphia * Atlanta * Jackson (Miss.) * West Palm Beach (Fla.) * Rochester (N. Y.) * Pittsburgh 
Detroit * Chicago * Minneapolis * St. Lovis * Dallas * Los Angeles * Sanfrancisco * Seattle « Montreal * London 
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Free! Sales-Making Book on Fencing 


Let us send you a supply 
for distribution to your 
best fence prospects 


This is one of the most informative books on 
fencing ever published. 30 helpful pages of 
“do’s” and “don’t’s.”” Shows how to set posts 
to stay set—where and how to brace—how to 
stretch and space wire—how to build a fence 
that holds stock and holds up. 


It’s a book your prospects will thank you for 
—and one that will bring them to you when 
they buy. Among other things, it tells them 
why Sheffield “100” Barbed Wire and Sheffield 
reinforced woven wire gives them the lowest 
cost per year of service life. 


And the same things that make Sheffield fence 
and barbed wire the best buy for your custom- 
ers also make it the best brand with which to 
build a lasting fence business. 


Vv 
“100” 


High Strength 


vy 
Reinforced 
Woven Wire 


GET YOUR FREE BOOKS NOW. While 
they last, a number of the books described 
above will be sent you free on request. Just 
ask for them on your regular letterhead. 


SHEFFIELD DIVISION 


Sheffield Piants in Kansas City, Tulsa and Houston 





ARMCO STEEL CORPORATION 


OTHER DIVISIONS AND SUBSIDIARIES: Armco Division + The National Supply Company + Armco Drainage & Metal 
Products, Inc. « The Armco International Corporation *« Union Wire Rope Corporation +» Southwest Steel Products 
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TURNBUCKLES 








Complete Line of 


SELF-LOCKING 


EASY HANG perforated board fixtures 


Faster, 
easier, 
more positive 
locking — 


without clips! 


Bubble-packed and 
Card-mounted packaging. 


The most popu- 
lar Easy Hang 
Fixtures—24 
items—are now 
packaged on 
Card-mounted 
or Bubble- 
packed en | 
Cards to assure quic 
identification . . . stimu- 
late self-selection . . . de- 
velop volume sales. 


merchandiser 


A store-tested Easy 
Hang department in 
itself. Holds assort- 
ment of self-locking 
fixtures, plus perfo- 
rated board in bin 
at back. Takes small 
24” x 21" floor space. 
Drop-shipped, pre- 
paid. Call your job- 
ber or write today. 


} 


“ =’ > 
“OME GOOD TURN (BUCKLE) DESERVES ANOTHER 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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resulted, so the music goes ’round 
again. 

“I recommend the music,” 
Puckett said. “Customers have 
told me it takes the edge off any 
waiting they have. And we feel it 
gives the store a pleasing, relaxing 
atmosphere.” 

Puckett’s brisk business does not 
include large appliances and rent- 
als. Mr. Puckett feels the former 
has reached the saturation point 
and the latter is too costly in re- 
pairs. 

Fifty-one percent of the store’s 
trade is credit and Puckett ex- 
pects the figure to rise. He offers 
both 30-day and term charge ac- 
counts. All such accounts are 
cleared through the Merchants 
Credit Bureau and losses are 
negligible—less than 1/10 of 1%. 

Puckett’s does its own financing 
on such items as paint, lawn 
mowers and toys. Home improve- 
ments are handled through a 
bank. 

The credit business is doubly 
profitable, Puckett said, because 
of the service charge and because 
of store traffic created by account 
payments. The store plans to in- 
state a 1% percent service charge 
on unpaid balances of more than 
60 days. 


Where Bait Is the "Lure" 
(Continued from page 43) 


have them on display pays, be- 
cause the greater the variety of 
baits shown, the more time the 
browsing prospect spends in the 
department and the more he buys 
eventually.” 


The baits line the wall of the 
sporting goods department and 
much of the area is unobstructed 
by display cases. Where there are 
cases, they are far enough back 
from the bait displays to permit 
customers to have free access to 
the baits. 


A special display, consisting of 
baits affixed to a board about six 
feet wide and seven feet high with 
a white background stands out on 
a corner of the department, near 
the entrance and where it may be 
seen from the street day or night. 
This is the magnet that draws 
prospects to the bait area, McCann 
says, and although the display 
contains some baits not normally 
wanted in the area, they serve to 
make the display more spectacular 
and are well worth the investment 
in them for the pull they have in 
attracting prospects to the special 








you want. 


ARE YOU MAKING USE 
OF OUR READER SERVICE? 


The editorial and business staff of SOUTHERN 
HARDWARE is eager to serve you. One way in 
which we can help you is to make it easy for you to draw 
upon the wealth of technical and promotional material 
available to you from manufacturers. 


In the accompanying pages are the descriptions of 
scores of useful catalogs, helpful literature and sales aids. 


Check over the list of publications and informative 
bulletins available; note the numbers of the ones you need 
on the handy return card coupon along with your name, 
title, company and address plainly written. We will tell 
each manufacturer to send directly to you the information 


Address your requests to: 


READER SERVICE 
SOUTHERN HARDWARE 


806 Peachtree St., N. E., Atlanta 8, Georgia 
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No Sale 


If you’re really looking for problems, you might try the 
Oxco #25 Merchandiser. Over twice as many hooks to fill, 
twice as many brushes. Of course, there’s twice the profit. 


Last week, this Oxco #12 Merchandiser was selling brushes 
like it was bucking for the manager's job. This week, it isn’t 
earning its keep. Someone forgot to re-order stock. 


When we see a situation like this, we feel we've failed 
somehow. But at these prices, you can't build in an automatic 
reloading feature. We have, however, (with a big assist from 
the NRHA) built a powerful, working, selling unit and stocked 
it with the top items in America’s top brush line. Keep it 
stocked and you'll have a free, full-time clerk working for you. 


Who’s to blame for the empty merchandiser? Next time your 
Oxco Jobber comes in, give him what-for for not reminding 
you to check stock. And give him an order 
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board and from there right on 
down the wall to the other baits 
and lures. 

Newspaper and spot radio ad- 
vertising, in season, highlight the 
baits. 

“We figure that everyone even 
remotely interested in fishing is 
interested in baits,’ McCann 
stresses, “and by advertising baits 
we have the widest possible appeal 
to fishermen. They may need a lot 
of other tackle and equipment now 
and then, but they always are 
looking for new baits and lures. So 
our promotion of the baits brings 


them in and they buy other 
equipment needed as a matter of 
course.” 

McCann believes that an ar- 
rangement of bait stock where the 
customer can examine all the lures 
and baits at his leisure, without 
interference from a salesman, is a 
big factor not only in selling baits 
but in enticing customers to the 
department for other tackle. Ac- 
cordingly, a salesman does not in- 
terfere with a customer’s brows- 
ing, until he looks up or indicates 
that he wants to ask a question or 
otherwise needs help. 





SANDVIK HACK 


& SANDVIK 555 


HIGH SPEED / 


Made in Sweden 


oN 


SAW BLADES 


/% 


Traditional Swedish Craftsmanship 








OTHER PRODUCTS 
SANDVIK OFFERS 


HAND SAWS 
FILES 
CHISELS 
SCYTHES 
BUCK SAWS 

... all made 


from the finest 
Swedish Steel! 





_. . is built into every fine Sandvik Hack 
Saw Blade. 

Recognized the world over for exceptional 
cutting qualities and toughness, Sandvik 
Hack Saw Blades are designed to sell, 
priced for profit. 


Recommend, stock and display Sandvik 
Hack Saw Blades because when you offer 
Sandvik you are offering the best. 


Sandvik sree: inc. 


Saw & Too! Division 


1702 Nevins Road, Fair Lawn, New Jersey 
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Adjacent to the special bait dis- 
play near the entrance is a layout 
of one boat and several outboard 
motors. Space is limited, and in a 
manner this works to the ad- 
vantage of the department in 
capitalizing on the power of the 
bait area to attract department 
traffic. 

By tying in boats and motors 
closely with baits and fishing 
tackle the company is able to sell 
about 30 outboard motors and 15 
boats a year to fishermen. Trailer 
sales are about 15 a vear, also, and 
the department stresses the sale of 
boats, motors, and trailers as a 
practical fishing unit. 


Attract Attention 


The boat and motors are near 
the center display window and 
help to attract attention to the 
fishing equipment, and fishing 
equipment, particularly baits, defi- 
nitely aids the sale of boats and 
motors, McCann declares. 

The company sells boats, motors, 
and trailers on time payments and 
this service is particularly helpful 
in selling the unit deal—boat, 
motor, and trailer—at a _ single 
price for the three. 

Another factor that has helped 
the tackle business, and which in 
turn has been boosted by the fea- 
ture given to baits is the tackle re- 
pair service. 

This is unique in at least one 
respect: It is operated by a 
woman, Miss Maxine Handley, 
who also doubles as bookkeeper. 

When she is not busy on her 
books, she has rods and reels on 
her desk. In one large desk drawer 
she keeps a supply of materials 
needed to repair rods and reels, 
and all the tools necessary for the 
work. 


Like Tackle 


“She’d rather rebuild a rusty 
reel any day than to get out state- 
ments or keep books,” McCann 
laughs. “She likes fishing and 
fishing tackle, and one day she 
fixed a reel that a customer 
brought in and then a few days 
later she repaired another one, 
and from that she seemed just 
naturally to fall into the work.” 

Miss Handley not only repairs 
all the rods and reels that come in 
for service, but she is equally at 
home fixing a balky washing ma- 
chine or lawn mower, McCann de- 
clares, although the tackle repair 
business has grown to such that 
she doesn’t always have time for 
taking on the other service jobs. 
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Pardon me 
.--Could I 
have your 

attention... 
please”? 


THINGS HAVE CHANGED IN 
THE KITCHEN AND JUVENILE 
PURNITURE BUSINESS... 

AND YOU SHOULDN'T 

MISS IT! 


ey. 


Today...the name is Ames Mai 


Si ce 
es 


—. 














PARKERSBURG O. AMES CO. WEST VIRGINIA 
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A Hot Time 
in San Antone 
(Continued from page 45) 


asked for a report from the nomi- 
nating committee in order to elect 
a new slate of officers for the 
1960-61 term of office. 

William B. Hoofstitler, Dallas, 
Russell Burdsall and Ward Nut and 
Bolt Co., was elected president. 
First vice-president is C. A. Gold- 
strom, Houston, American Chain 
and Cable Co.; second vice-presi- 
dent is Ray H. Young, Houston, 


Peterson and Lowe, and Baron 
Creager, Dallas, Southern Hard- 
ware magazine, was elected secre- 
tary-treasurer of the club. 

Frank Jordan, as retiring presi- 
dent, becomes chairman of the 
advisory board. Other members of 
the board include, Bill Jones, Dal- 
las; Forrest Johnson, Oklahoma 
City, Oklahoma; Gene Dubey, 
Dallas; Young Helwig, St. Louis, 
Missouri (out-of-state member of 
the board) and Clyde Holley, Dal- 
las. 

Ed Farrar, Temple, was elected 
chairman of the executive com- 





PROSPECTS Are Very Good... 
And They're Everywhere You Look 


Highways oe —_ 
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They All Want 
Jacobsen ram 


—_— 


High Wheel i 
Mowers 


— 


Ram 24SP 
Power Propelled 
24 inch cut 


Ram High Wheel mowers are 
made to order for the tough cut- 
ting jobs that require top 
performance and low upkeep. 
Prospects are eager for this kind 
of mower, and they’re all around 
you—plants, parks, cemeteries, 


* 
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< 

%S 

Laws 


82 


R= 


Op 


Cemeteries 
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highways. 22 inch and 24 inch 
free wheelers and 24 inch Power 
Propelled models with Jacobsen 
Hi-Torque engines. 


This is the brand that sells 


easiest—puts money in your 
pocket. 


Feature for fedture-the finest | 


Jacobsen 


MANUFACTURING COMPANY 
Dept. SH8 « Executive Offices Racine, Wisconsin 
Factory, Brookhaven, Mississippi 
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mittee, which includes Rob Ell 
Cox, Joe Ballem, Sr., and Ray- 
mond Hawkins, all of Dallas. 

The Texas wholesalers met in 
a closed session on the morning of 
the last day of the convention for 
a discussion of recent trends and 
problems confronting the hard- 
ware industry and to elect new 
officers. 

J. W. Barnes, Waco Hardware 
Co., Waco, is the new president 
for the 1960-61 term. Also elected 
were Jack Caraway, Peden Iron 
and Steel Company, Houston, first 
vice-president, and Ganahl Walker, 
Jr., Builders Supply Co. San 
Antonio, second vice-president. 
Howard Weddington is secretary- 
treasurer. 

George Norsworthy, retiring 
president, becomes chairman of the 
executive committee which in- 
cludes, H. B. Martch, Zork Hard- 
ware Company, El Paso; Alvin 
Lane, Huey and Philip Co., Dallas; 
J. C. Pollard, W. H. Richardson 
Co., Austin; and Tom G. Church- 
ill, Buhrman-Pharr Hardware Co., 
Texarkana. 

George Norsworthy called the 
meeting to order and introduced 
the two guest speakers, W. H. Leo, 
manager of sales for the Sheffield 
Steel Division, Armco Steel Corp., 
Houston; and Paul Courtney, 
executive vice-president of the 
National Association of Whole- 
salers. 

Leo, speaking on the subject of 
foreign imports, called attention 
to the serious economic threat of 
this trend if it continues to gain as 
it has in the past few years. 

“We cannot compete in price 
with other countries and_ still 
maintain the high standard of 
living that we enjoy in America,” 
he said. “Our government has 
admitted this, but as yet has done 
little to slow down the rising tide 
of foreign imports into this coun- 
try.” 

Paul Courtney, speaking for the 
National Association of Whole- 
salers warned that another major 
problem confronting the whole- 
salers is that of misunderstanding 
on the part of the average person, 
and even of elected government 
officials as to the functions and 
the importance of wholesale com- 
panies in our economic structure. 


Calling attention to a number of 
articles in national general maga- 
zines in which they attacked the 
functions of the wholesaler as un- 
necessary, Courtney said; “It 
would be impossible for the manu- 
facturers to distribute their prod- 
ucts direct to the consumer, and 


SOUTHERN HARDWARE for August, 1960 





DRAPER-MAYNARD SPORTS EQUIPMENT 
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Just like “too many cooks spoil the broth” — the more sporting goods lines 
you have, the more headaches! More costs, too! You save when you stock and 
sell the one complete line of sports equipment your customers know... 
Draper-Maynard and MacGregor golf and tennis. You reduce inventory head- 
aches, brand confusion, duplication of orders, effort and paper work. In their 
place you get a complete line, with quality assured, quick delivery, faster 
turnover and higher profits. Get the full story. Write today for complete in- 
formation, catalogs, and name of your nearest Draper-Maynard wholesaler. 


_* 


EE DRAPER-MAYNARD SPORTS EQUIPMENT 


a division of The MacGregor Co. 
he Lathy Dog Kina’ 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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those that have tried have failed.” 

He also pointed out that since 
the end of Worid War II, whole- 
sale companies have experienced a 
large growth, and the establish- 
ment of new wholesale houses 
have shown a tremendous increase 
in number since that time. 

A report from the trade relations 
committee of the association 
brought out a number of important 
considerations for the wholesalers 
in their trade relations with manu- 
facturers. 


Recommendations 


Among the recommendations: 
(1) More realistic terms on dating 
for seasonal goods should be con- 
sidered, and accomplished. (2) The 
committee considered that the 
problems of imported merchandise 
is a serious one and a matter that 
deserves serious study by the asso- 
ciation. (3) It was felt that the 
manufacturers had made excellent 
progress in reducing package 
quantities and that they are 
generally satisfactory. Possibly a 
few houseware items, however, 
notedly glassware, need to be 
packaged in smaller quantities, if 
in line with acceptable packaging 


costs. (4) All are highly in favor 
of all merchandise being available 
in the unit system of packaging 
and the decimal system of pricing 
instead of pricing by the dozens or 
grosses. (5) Merchandise pre- 
priced by the manufacturer is not 
desirable. (6) Manufacturers should 
study ways of supplying whole- 
salers more quickly in order to 
avoid unnecessary delays in de- 
livery of stock. 

On Friday evening, second day 
of the convention, everyone was 
requested to appear at the Hawai- 
ian party and cocktail hour in the 
Hilton Grand Ballroom, dressed in 
appropriate costumes. Prizes were 
awarded to the two men and two 
women selected by a panel of 
judges as having the best Hawaiian 
costumes. A buffet dinner follow- 
ed, then dancing until 1:00 a.m. 

Entertainment for the last night 
of the convention was the annual 
banquet also held in the Grand 
Ballroom. After the floor show and 
dinner, officers of both associations 
were introduced. Golf prizes were 
awarded to Boosters and whole- 
salers having low gross and low 
net scores. 

For the wholesalers, winner of 
the first prize for low gross was 


Louis Wilson, Buhrman-Pharr 
Hardware Co., Texarkana, who 
was awarded the Blue Bonnet 
Trophy. Second low gross was 
turned in by John Anger, Sabine 
Supply Co., Houston. First low net 
trophy was given Jack Husband, 

orrow Thomas Hardware Co., 
Amarillo, and second low net, T. 
A. Clark, Buhrman-Pharr. Winner 
for the low gross turned in by 
guests at the convention was Bud 
Schlitt, Lufkin Rule Ca, 


Golf Winners 


Booster winners: Low gross, 
Lum Foster, Foster Sales Co., who 
was awarded the Road Runner 
trophy. Bob McClure, Dallas, Star 
Expansion Bolt, was second low 
gross. First low net score was 
turned in by H. R. “Swede” Swen- 
son, Houston, Ballem and Wells, 
and the trophy for second low 
gross was presented to S. L. “Cot- 
ton” Loyd, Dallas, S. L. Loyd Sales 
Co. 

The wholesalers announced that 
they have selected Galveston as 
the site of the 1962 convention. 
The 1961 convention will be in 
Houston, with the Shamrock-Hil- 
ton named the headquarters hotel. 
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A good pair of team-mates to dis- 
play and sell together. Each has great 
eye-appeal and is beautifully pack- 
aged — together they cover most 
fishing needs, are easy to sell. Long 
life and sturdy performance are built 
in by AIREX, America’s oldest 
maker of Spinning Tackle. 


IMPALA — easy to sell, easy to use. 
Has all of the features of the high 
priced models but priced for volume 
sales. All metal, beautiful Epoxolite 
finish. List $12.95. 


LARCHMONT — exclusive quadrant 
Brake, 2 different size spools to hold 
200 yds. of 6 Ib. test line or 200 yds. 
of 10 Ib. test line. Handsome gold 
Epoxolite finish. 

List (with 2 spools) $32.50. 


Unconditionally Guaranteed by 


AIREX 


Division of The Lionel Corporation 
15 East 26th Street, New York 10, N. Y. 
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Paint Business Booms 
(Continued from page 46) 


of paint. One line is devoted to the 
low priced and medium priced 
range. The other is a top of the 
line brand. 

This keeps from confusing the 
average customer who, seemingly, 
can’t understand that one paint 
company can cover the entire 
quality and price range. This saves 
a lot of talking on the part of the 
store’s sales personnel, and skepti- 
cism on the customer’s part. 

“We don’t advertise low priced 
paint to attract customers, to get 
them in to sell them up,” Bailey 
said. “We just have paint available 
in the various price ranges, and 
sell the customer what they are 
seeking. We don’t advertise price 
at all.” 


All Prices 


“Handling paints in all price 
categories keeps us from misrepre- 
senting what we have,” Quinonez 
added. “And it also prevents us 
from cutting prices on our quality 
line to meet competitive prices.” 

During Christmas a customer 
came in looking for a cheap paint 
to paint Christmas trees. He took 
the cheapest. Next day he was 
back to complain that it took this 
paint a long time to dry. 

“But,” he confessed, “you told 
me it wasn’t the best. And not to 
expect too much from it. But, out- 
side of the long time it requires 
for drying, it’s perfect. Give me 
two more gallens of it.” 

By being truthful, Texas Hard- 
Ware gained another customer. 
And the customer got paint at the 
price he wanted to pay. 

“There is very little assistance a 
paint dealer can extend today’s 
customers,” Bailey said. “House- 
wives are read up on paint from 
articles in consumer magazines. 
And they know better than to ex- 
pect more than they pay for. 

“The dealer, then, can plan his 
inventory to cover every type of 
paint for the consumer—and let 
them buy what they want.” 

Top of the line paint is ordered 
every two weeks. 





For information on 
CATALOGS & BULLETINS 
See Page 55 
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COMPLETE HARDWARE SETS 
FOR SLIDING DOORS 


for industrial, commercial 
and farm installations 


4 Hangers of desired 
type. 

Sufficient Lock Joint 
Track (approximately 
twice width of door 
opening). 

One Center Stop 
Bracket. 

Two End Track Brackets 
plus necessary Center 
and Lock Joint Track 
Brackets for spacing on 
2'0” centers. 

Two Bow Handles. 
Two Flush Pulls 

Eight No. 435-72 Bump- 
er Shoes. 

Two Floor End Stops. 
One Center Floor 
Guide. 

Two Stay Rollers and 
sufficient No. 102-88 
Guide Roller Strip. 


for increased sales . . 


NOTE: Complete Hardware Sets 
ore available for both Single 
ond Double {illustrated} Slid- 
ing Doors. 


The growing use of sliding doors proviaes a continuous and excellent market 


. assure yourself a share of this market by offering 


the customer R-W complete hardware sets. Includes everything necessary to 
install a sliding door. Sets are available in a type and size to meet customers 
ideal for barn doors, industrial doors, garage doors 
and doors on commercial buildings. Customer satisfaction is your greates! 


specific requirements . . . 


asset... 


line of ‘‘profit-plus" hardware specialties. 


R-W TRACK AND HANGERS 


R-W WEATHERPROOF BARN- 
DOOR TRACK AND HANGERS 
. the favorite of farmers 
everywhere. R-W Self-cleaning 
36 Track is weather and bird 
proof. R-W 423 Hangers fea- 
ture roller bearings and lateral 
and vertical adjustment for 
easy, dependable operation. 


Write today for com- 
plete information ... 
request your free copy 
of Catalog No. A-400. 


R-W “EaR-Way” TRACK AND 
HANGERS for effortless opera- 
tion. No brackets needed. Track 
hos ears spaced on 12” centers 
that attach to the wall by lag 
screws. Bosses on track permit 
free passage of air to prevent 
rust. Hangers have boll beor- 
ings and vertical and lateral 
adjustments. 


. protect this by offering them the best — sell the R-W QUALITY 


R-W “LOCK-JOINT” TRACK 
AND HANGERS for doors 14,” 
to 2," thick. Track available 
in 4, 6,8, 10 and 12 ft. lengths. 
R-W No. 20-2 Hangers feature 
roller bearing steel wheels and 
lateral and vertical adjustments. 


Richards-Wilcox 





MANUFACTURING COMPANY 
A HANGER FOR ANY DOOR THAT SLIDES 
336 W. THIRD ST. © AURORA, ILL. © Branches in all Principal Cities 
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Outing Equipment 
(Continued from page 40) 


time, and nothing less than quality 
will do,” Heartley said. “There- 
fore, my first advice to any hard- 
ware dealer eager to cater to the 
camping vacationer is a wide 
selection of quality name-brand 
goods. 

“Wide selection creates traffic. 
Once prospective customers have 
seen the range of guns and am- 
munition, fishing tackle, the hunt- 
ing clothes, water coolers, etc. 
displayed in your store, they will 


not forget it. At a later date when 
they are ready to buy, they will 
come to your store. Even the very 
smallest item you sell in outdoor 
supplies opens the door to bigger 
sales of items the camper will 
need.” 

Fairfax Hardware and Supply 
gives 800 square feet of its store 
space to outing equipment placing 
it on island tables, shelves and 
counters in open display so that a 
customer can handle and examine 
any item before buying it. Self- 
service in this line stimulates sales, 
according to Heartley. 

“There was a time when we 





You asked for it!... 
Plastex 


TROJAN 


Plastic pipe users said, “Keep it flexible, but make it 
stronger!” Plastex laboratories found the answer — 
Formula T-4 Polyethylene — which gives TROJAN 
100-LB Pipe excellent flexibility for all of its extra 
wall thickness and extra strength. In test after test of 
this and other plastic pipes, only TROJAN 100-LB 
passed both requirements — strength and flexibility. 


TROJAN 100-LB Pipe is performance rated for 100- 
pound working pressures, with ample safety factor. 


So, here’s your answer: TROJAN 100-LB Pipe — 
flexible, for time-saving, joint-saving, money-saving 
installation—strong, for 100-pound working pressures 
and trouble-free performance. 


THE 


Stronger 
and Still 


carried only a few water coolers 
and sold them only to construction 
workers. Today a 10-gallon water 
cooler is an item every camping 
family, particularly those with 
children, will want, and so we are 
well stocked with them,” he added. 

Heartley stressed a knowledge 
of fishing, hunting and camping 
through firsthand experience as 
the best training for sales person- 
nel. Both he and his partner, Dul- 
aney, have fished, hunted and 
camped out, and are well experi- 
enced in discussing camping needs. 

“When you have camped out 
yourself, you are better equipped 
to talk quality and point out the 
differences in  less-than-quality 
merchandise. You can describe 
conditions encountered that re- 
quire only the kind of merchan- 
dise that will stand up satisfactor- 
ily,” he explained. 

Heartley indicated that his store 
personnel keeps up with the boat- 
ing, fishing, and hunting news in 
the daily metropolitan newspapers 
which give much space to sports. 

“Years ago a dealer had ade- 
quate fishing tackle sales only 
when he was located near water. 
Today this is no longer true. In 
handling outing equipment, loca- 
tion is a minor consideration. 
And you’ve got to include fishing 
tackle even if you’re very much 
removed from water. Accessories, 
too,” he commented. “Last year 
when we prepared for the October 
hunting season, we were caught 
short on hunting clothes. This year 
we have trebled our stock in this 
item.” 

Heartley reminded dealers that 
to compete with sporting goods 
outlets, a wide selection of quality 
merchandise and an experienced 
staff are essential. 

Items with a sales history are 
bought to take advantage of pre- 
season discounts and quantity dis- 
counts by Fairfax Hardware and 
Supply. Fishing tackle, for 
example, is bought in February 
from both local and out-of-town 
sources. Untried items are not 
bought for early discount cr 
quantity discount. Small items are 
bought in depth, frequently be- 
cause of packaging. Larger items 
are bought in representative num- 
bers. 





LASTEY 


mu S/N CE 1939 
COMPANY 


3232 CLEVELAND AVENUE 


For information on 
SALE AIDS 
See Page 89 
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at the 15th Annual 


NATIONAL HARDWARE 


SiC W including the LAWN, GARDEN 
xX & OUTDOOR LIVING DIVISION 


Set your sights on profits offered by more than Corral first-hand information about thousands of 
1,000 manufacturers of hardware, housewares products new in design or concept. Round up 
and allied items .. . lawn, garden and outdoor everything you need to know about prices and 
living products. packages and promotions. 


Don’t let your competitors get the drop on you. Fill out and mail the coupon for your free badge 
Pian now to draw a bead on “what’s new” at of admission. 

the most complete and diversified trade show 

in America. 


OS asa ee eee 


NATIONAL HARDWARE SHOW 


1 suite 1103, 331 Madison Ave., New York 17, N.Y. | 
NA v IONAL Please check below if you wish us to make hotel reservations for you. 
(Pleose Print) 
NAME TITLE 


HARDWARE SHOW || im 


STREET 


! 
l 
I 
| 
OCTOBER 10-14 4a “7 sate | 
| 
! 
! 

















Please check below the classification of your business. 


at the Coliseum : . re Wholesaler Retailer |_| Dept. & Chain Store Buyer 


Importer-Exporter | | Mfgrs’ Agent |_| Manufacturer Other 


* _ 

im New York City |_| Please send us your hotel! reservation blank. 
Minors under 18 yrs. of age will not be admitted under any circumstances. 
mm creme me ee ee ed 
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FOX B AND B-ST INCLUDE DE LUXE FEATURES THAT ARE 
CUSTOM EXTRAS ON EVEN THE MOST COSTLY DOUBLES! 


The ventilated rib is a custom feature. So 
are the gold-plated single trigger, two 
white metal bead sights, selected walnut 
stock with fluted comb, capped pistol grip, 
beavertail fore-end, and checkering. Only 
in the Fox B-ST by Savage, world’s largest 
maker of double guns, can sportsmen get 
these features at regular prices! 





Handsome ventilated rib 
is standard equipment 


FOX B-ST and B. 12,16,20 and.410 gauges. Popular 


Slim, tapered, beautifully 
designed beavertail fore-end 


Add famous Fox dependability plus ready 
availability of American-made parts and 
service - you’ve got a combination of 
selling advantages no other double gun 
can match. And if you want a double with 
double trigger to sell for under $100, Fox 
has it...the great model B! Get the full 
story from your Savage distributor now. 


Single trigger (non-selective) 
standard on B-ST 


subject to change. Slightly higherin Canada. Savage 


barrel lengths and chokes. Model B-ST,$109.50 Arms Corporation, Sporting Arms Division, Chicopee 


retail; Model B, with two triggers, $99.50. Prices 


Falls, Massachusetts. 


]&).. Sevage / ilies | scar 
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RED HEAD 


INTRODUCING 
Custom Quality 


LEATHER HUNTING BOOTS 


PROFIT MAKING ADDITION 
TO THE 100 YEAR OLD RED HEAD LINE 


Red Head, the most complete line of hunting clothing and accessories, now offers you 
greater profit opportunities than ever with the finest line of custom ‘quality hunting 
boots in the industry. Full cut and crafted in the century-old tradition of RED HEAD 
quality and dependability, here are Sportsmen's Boots of superb leather for greater 
comfort, protection, and all-around wearability. Made from carefully selected hides, 
tanned and treated to rigid specifications,—_they also incorporate the most up-to-date 
scientific advances in footwear design and construction. Each of the following models 
is a product of thorough research and field-testing, and is designed to meet the needs 
of the most discriminating outdoorsman. 


VULCANIZED — GUARANTEED WATERPROOF 


9-inch Insulated Boot. America’s Finest. 
The perfect hunting companion for our famous 
“Bone-Dry” clothing. 


® Rich dark tan Syl-mer© glove leather is silicone saturated. Water stays 
. of out, but foot “breathes” comfortably. 
4 * ® Seamless vulcanized construction. Boot flexes easily, fits perfectly. 
i A ® Longer-wearing one-piece sole and heel of oil-resistant Neoprene. 
. A Whi ® Full perspiration-proof air-cushioned inner sole. 
: 4 ® All seams and stitching tightly sealed for complete protection. 
® Full soft leather lining and turned-under top binding 
® Air-foam cold barrier insulation throughout. 
® Smart moccasin styling. Rawhide laces and handy pull-tabs. 
MODEL No. 1090-D_ Holf sizes 6 to 12 in D width 
MODEL No. 1090-E = Half sizes 6 to 12 in E width 
Packed one poir per box. 


Six pair of one size or assorted sizes per carton— 
average weight per carton 30 pounds. 


RED HEAD BRAND DIVISION Sold Exclusively Through Leading Hardware and 


Brunswick Corporation Sporting Goods Jobbers Everywhere. 
Ask ¢ jobber for full details. 
4311 W. Belmont Avenue @ Chicago 41, Illinois —s —— 





CHINOOK 


8-inch Insulated Boot. 
Tough, Light Weight, Warm as Toast. 


@ Handsome oil-treated natural waterproof leather. 

@ Heavy storm welt — tough, water-repellent stitching. 
@ Comfortable one-piece moccasin construction. 

@ Thick cushion crepe sole with deep sure-footed tread. 
@ Complete leather lining — turned-under top binding. 
@ Full air foam “cold barrier” insulation. 

@ Triple-stitched and riveted at points of strain. 

@ Perspiration-proof air-cushioned inner sole. 

@ Rawhide laces and handy pull-tabs. 

MODEL No. 2080-E_ Half sizes 6 to 12 in E width 
Packed one pair per box. 


Six pair of one size or assorted sizes per carton— 
average weight per carton 30 pounds. 


GUN-O-ROD 


8-inch Uninsulated Boot. 
Ideal for Bird-Shooting or Fishing. 


@ Natural tough-tanned waterproof leather. 

@ Popular moccasin toe — riveted at points of strain. 

@ Triple-stitched counter and vamp. 

@ Heavy protective storm welt — water-repellent stitching. 
@ Chrome King “B” super-grip tread with beveled heel. 

@ Full foam-cushion leather inner sole. 

@ Rawhide laces and handy pull-tabs. 


MODEL No. 3085-E Half sizes 6 to 12 in E width 


Packed one pair per box. 
Six pair of one size or assorted sizes per carton— 
average weight per carton 30 pounds. 


RED HEAD BRAND DIVISION 
Brunswick Corporation 
4311 W. Belmont Avenue @ Chicago 41, Illinois 





DEALER SALES AIDS 


For more information on these sales 
aids use the free post card on page 53 


Mechanics’ Tools Panels 


Thirteen self-service display pan- 
els containing 289 different mechan- 
ics’ tools are announced by Vichek 
Tool Co., 3001 East 87th St., Cleve- 
land 4, Ohio. The panels are suitable 
for use singly or in combination with 


each other. They may be pegboard 
mounted, hung on walls or used on 
counters or in windows. Among items 
included are open end, combina- 
tion and box wrenches, adjustable 
wrenches, socket wrenches, pliers, 
hammers, chisels, punches, screw 
drivers, and other tools. 

Ten of the displays measure 24 
x 24 inches. The others are 12 x 24 
inches. 

Displays are individually described 
in detail in a colorful 8-page bulletin, 
L-2521A. For more information— 

Write in No. Bl on card, Pg. 53 


Slo-Lag Fuse Display 


Eagle Electric Manufacturing Co., 
Inc., 23-10 Bridge Plaza South, Long 
Island City 1, N. Y., has added a 
Slo-Lag Plug Fuse Display Assort- 
ment to its line of promotional pack- 


aging for Slo-Lag Time Delay Fuses. 
Containing 25 Slo-Lag Fuses in 
assorted popular amperages, the col- 
orful display explains how this item 
eliminates fuse blowing and points 
up the difference between regular 
and Slo-Lag Fuses. The display is 
designed for counter or pegboard use. 
The Slo-Lag Fuse also is available 
packed two to a card—for counter or 
pegboard—and boxed 50 to a display 
carton. For more information— 
Write in No. B2 on card, Pg. 53 


Free Boat Flag 


Gudebrod Bros. Silk Co., Phila- 
delphia 7, Pa., is offering fishermen 
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another free boat flag, this one fea- 
turing Striped Bass. Other available 
free flags include Tuna, Sailfish, 
Tarpon, Bluefish, White Marlin, and 
Blue Marlin. 

The flags are 18” by 12”, durable, 
and double-screened on heavy sail- 
cloth. For a limited time, any of 
them are available to a fisherman 
buying a 1000-yd. (or larger) spool 
of any Gudebrod Dacron fishing line. 
Each box contains one or more flag 
labels, depending on yardage con- 
tained. Customer cuts out the label 
on the box, checks off the flag de- 
sired, and mails to Gudebrod. For 
more information— 

Write in No. B3 on card, Pg. 53 


Tarp Display Rack 


An all metal tarp display rack is 
being offered free by Fulton Cotton 
Mills, Atlanta, Ga., with a tarpaulin 
order for $160 or more. 


The rack is 20” deep, 27” wide, and 
49” high, and is topped by a 4-color 
sign reminding customers to “Be 
Prepared” for all weather conditions 
—with a new tarp. 

The assortment to be shipped at 
one time to one outlet. Additional 
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racks can be purchased at $22.50. 

Fulton suggests the following as- 
sortments. Small size assortment: 8 
oz. - three 5’ x 7’; 10 oz., three each 
Fz, F £320, Ws 12: 2. e. 
three each 12’ x 14’ and 12’ x 18’. 
Heavy duty assortment: 10 oz., three 
each, 10’ x 12’, 12’ x 14’; 12 oz., three 
12’ x 16’, two 12’ x 18’ and one 15’ x 
20’. 

One free rack per customer Fulton 
pays freight east of the Rockies on 
200 lbs. or more, and allows $3 per 
ewt. freight allowance west of the 
Rockies. For more information— 

Write in No. B4 on card, Pg. 53 


Portable Light Centers 


Ray-O-Vac Co., Madison 10, Wis., 
is introducing its permanent Flash- 
light-Battery Portable Lighting Cen- 
ters, the M-207 and M-208. 

The units feature flashlights and 
batteries displayed on a Streater fix- 
ture of standard floor design. Flash- 
lights range from $.98 to $1.99 and 
include baby and 2-cell Sportsman 


and Magnet lights, heavy duty flash- 
lights, and 2-cell Imperials. Batteries 
include four sizes of flashlight cells 
and six 6-volt lantern batteries. 
Flashlights are collared in individual, 
pre-priced sleeves printed with sell- 
ing copy. 

Permanent Streater gondola dealer 
priced at $38 but Ray-O-Vac offsets 
this with $48 value free 5LP bat- 
teries. Order M-207 for bulk bat- 
teries, M-208 for Poly Paks. Depart- 
ment complete, dealer priced at 
$197.02, brings back $285.78 for dealer 
profit of $88.76. For more informa- 
tion— 

Write in No. B5 on card, Pg. 53 


Drapery Hardware 


Shopper Stoppers, self-service dra- 
pery hardware departments, are of- 
fered in three models by Stanley- 
Judd, division of The Stanley Works, 
Wallingford, Conn. Spotlighting fast 
movers, each unit is pre-assembled 
with factory-mounted hardware for 
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fast set-up. Shopper Stoppers display 
traverse rods, curtain rods, cafe rods, 
rings, clips and hooks in a variety of 
styles. 

Each model presents the merchan- 
dise against a jet black background 
encased in a white contoured picture 
frame. Each unit is complete with a 
full set of product identification 
cards, giving factual description, fin- 
ish, size and space for retail prices. 

Three sizes are offered: “S” dis- 
play, 4 x 3’; “U”, 6 x 3’; and “L”, 
4 x 6’. Illustrated is the “S” display 
with retail value of drapery hard- 
ware basic inventory $132.62. Dealer 
cost is $75. The display itself, valued 
at $25, is free with the unit. “U” or 
“L” displays, valued at $50 each, are 
free with a selected drapery hard- 
ware basic inventory of $272.45, re- 
tail value. Dealer cost is $149.95. Each 
unit may be mounted on the wall or 
stand free on the selling floor. Tubu- 
lar steel legs for free standing are 
optional at $3 a pair, net. For more 
information— 

Write in No. B6 on card, Pg. 53 


Spray Paint Merchandiser 


Krylon, Inc., Norristown, Pa., of- 
fers a compact merchandiser for its 
spray paints. The floor display with 





four revolving-shelves presents the 
equivalent of 12 square feet of shelf 
space in less than four square feet 
of floor space. Each shelf, which re- 
volves individually, holds 48 16-oz. 
aerosol cans. Each can is in full 
view and easily accessible to the 
purchaser. The rack holds 192 16-oz. 
cans plus space for large bulk cans 
of Krylon Rust Magic Metal Primer 
at the base. 

The bright zinc finish display is 
approximately 58” in height. At the 
top is a colorful four-sided revolving 
billboard, printed in fluorescent col- 
ors, featuring Krylon spray paints 
with actual color chips, Rust Magic 
Metal Primer and Glowing Fluores- 
cent spray paints with actual color 
chips. 

The merchandiser is available to 
dealers for $25 with the purchase of 
48 16-oz. cans of Krylon spray paint. 
As a bonus, Krylon gives the dealer 
24 16-oz. cans of Krylon spray paint, 
his choice of colors, which when sold 
reimburses him for the cost of the 
floor display, plus his full profit on 
the 24 free cans. For more infor- 
mation— 

Write in No. B7 on card, Pg. 53 


Builders Hardware Stand 


Display stand No. 6000, offered by 
the Lockwood Hardware Manufactur- 
ing Co., Fitchburg, Mass., presents 
the Lockwood line to customers at a 
glance. 





The tubular frame with a bronze- 
tone finish holds 21 Lockwood items 
all mounted on attractively grained 
hardwood panels. The panels rotate 
freely for easy selection from either 
side. 

Included with the display and al- 
ready mounted are: 11 locksets, a 
night latch, a screen door latch, two 
screen and storm door closers, and 
six padlocks. Other items may be 
substituted on request. 

The stand is topped off with two 
pockets which hold consumer litera- 
ture right at eye level. A generous 
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supply of this promotional material 
is furnished with each stand. 
Display No. 6000 is available to 
dealers on a shared cost basis. For 
more information— 
Write in No. B8 on card, Pg. 53 


Cosco “Ad-Maker™ 


The latest dealer incentive offered 
by Hamilton Cosco, Inc., Columbus, 
Ind., is an “Ad-Maker” work book. 
Containing 24 pages of advertising 
art, including captions and text sug- 
gestions, the book’s purpose is to 
stimulate interest among dealers in 
Cosco’s national cooperative adver- 
tising program. 

Cosco pays one-half of the news- 
paper advertising space cost (up to 
1,800 lines in a six-month period) 
based on a predetermined rate es- 
tablished for each qualified newspa- 
per from data supplied on the news- 
paper’s own rate card. 

Once a dealer has signed a Cosco 
co-op advertising agreement, he is 
entitled to use the complete ad mats, 
product illustration mats, logo mats 
or text mats free of charge. 

To facilitate ordering, each mat is 
specially coded. 

Products included in the “Ad- 
Maker” are Cosco step stools, break- 
fast bar stools, bathroom _ stools, 
kitchen counter stools, serving carts, 
tray carts and utility carts, “Fashion- 
fold” bridge tables and chairs, baby 
cribs, deluxe strollers, baby jumpers, 
play pens, and high chairs. For more 
information— 

Write in No. BS on card, Pg. 53 





PRINTED HELPS 
and other sales aids 





Style-Crafters, Inc., Greenville, S. 
C., offers a number of promotional 
materials free to dealers for the 
Aqua-Float line. Among these are 
full-color catalogs and bill stuffers, 
metal “Play-Safe” signs, window 
streamers, water-safety posters, wa- 
ter ski and safe boating instruction 
booklets, mailing folder on U.S.C.G. 
small boat regulations, counter dis- 
play cartons for Aqua-Float fenders 
and floats, glossy photos, newspaper 
mats, radio and TV spots, and pack- 
aging. An aluminum floor display 
rack which hoids a full 2-dozen as- 
sortment of the company’s various 
products and which features an 
enameled red, white, and blue double 
faced sign is also available. For more 
information— 

Write in No. B10 on card, Pg. 53 


The Garcia Corp., 268 Fourth Ave., 
New York 10, N. Y., offers dealers a 
wide assortment of sales aids, includ- 
ing a retailer consultant service and 
assistance from fishing experts who 


set up in-store demonstrations and 
lectures. Merchandising aids include 
the Mitchell Counter Card, die-cut 
for holding a Mitchell reel and one 
spool of Platyl; display stand for 
Mitchell reels; an Abu Reflex trans- 
parent window streamer; an in-store 
streamer illustrating Six Steps to 
Successful Spin Casting; large and 
small size streamers featuring Mitch- 
ell reels; instruction manuals for all 
reels; with complete parts diagrams; 
and others. For more information— 
Write in No. B11 on card, Pg. 53 


The Reichert Float & Manufactur- 
ing Co., 2250 Smead Ave., Toledo 6, 
Ohio, offers envelope stuffers, pack- 
age inserts, and newspaper ad mats 
to assist dealers in promoting its line 
of rubber tank balls and guaranteed 
leak-proof copper and plastic floats. 
For more information— 

Write in No. B12 on card, Pg. 53 


Rubbermaid, Inc., Wooster, Ohio, 
offers the following merchandising 
units. Display #0816; a dispensing 
unit for Shelf-Kushion, which comes 
in 45 rolls; free with purchase of a 
merchandise assortment of four rolls 
each of #1653 wall cabinet Shelf- 
Kushion and four rolls of # 1644 base 
cabinet Shelf-Kushion. #0888 Bath 
Display: solid frame of square metal 
tubing finished in neutral blue enam- 
el; composition board shelves and 
backing in oatmeal finish, harmoniz- 
ing blue; available at $12.50 net, 
shipped prepaid. #0877 Plastics Dis- 
play: displays odd-shaped products; 
available at $20 net; shipped prepaid. 
#0837 Door Mat Wheeler: portable 
merchandising fixture sells complete 
door mat line; available through 
wholesaler only, not drop shipped; 
cost is $6.98 with one #1411 door 
mat (Value $6.98) free. For more in- 
formation— 

Write in No. B13 on card, Pg. 53 


McCulloch Corp., Marine Products 
Div., 2901 East Hennepin Ave., 
Minneapolis 13, Minn., offers the fol- 
lowing promotional aids to dealers. 
Scott’s display service “A” and “B”, 
which gives dealers a continuous 
flow of point-of-purchase display 
material throughout the year—each 
service consists of four mailings of 
display material which ties in with 
Scott’s national advertising. In addi- 
tion, Scott makes available line fold- 
ers, price sheets, service uniforms 
and emblems, billboard poster road- 
side signs, radio scripts, 30-minute 
movies, store-front signs, and clock 
signs. For more information— 

Write in No. B14 on card, Pg. 53 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is 
available in any quantity upon re- 
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quest. A floor type shovel rack which 
provides a great degree of flexibility 
inasmuch as it can be moved from 
one part of the store to another and 
which displays six or more shovels, 
spades and scoops is made available 
at a small extra cost. Also at modest 
cost, the company offers three mer- 
chandiser and display rack deals for 
shovel and steel goods. For more in- 
formation— 
Write in No. B15 on card, Pg. 53 


The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport, 
Conn., is offering free to dealers mats 
for their local newspaper advertising 
on Kleencut Scissors and Shears. A 
four-page folder showing the 26 mats 
with a postage paid return order 
ecard is available upon request. For 
more information— 

Write in No. B16 on card, Pg. 53 


O. Ames Co., Parkersburg, W. Va., 
is offering a wide variety of ad mats 
on its full line of garden tools. Avail- 
able in one column size, the mats 
provide generous space for imprint 
and price. A proof sheet showing 
available mats is available upon re- 
quest. For more information— 

Write in No. B17 on card, Pg. 53 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a window streamer and a deal- 
er’s return order post card for addi- 
tional material. Four-color, self-ad- 
hering clear acetate, 10” x 24” win- 
dow posters for glass doors, display 
windows and display cases are now 
available. For more information— 

Write in No. B18 on card, Pg. 53 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 
inches of space. A clear cover high- 
lights the high speed drills which are 
held in support holes that serve as 
a drill gauge. The size and price are 
marked and quantities are varied ac- 
cording to demand. The cabinet has 
a storage rack for extra stock. An in- 
formation chart is also available. The 
Hanson Self-Seller Display Cabinet 
for taps and dies contains initial as- 
sortment of taps, dies, screw extrac- 
tors, die stocks and tap wrenches, in- 
cluding all popular sizes, and is grad- 
uated according to normal customer 
demands. The cabinet requires coun- 
ter space 18 inches x 13 inches and 
has space in the back for extra stock. 
For more information— 

Write in No. B19 on card, Pg. 53 


S. G. Taylor Chain Co., Inc., Ham- 
mond, Ind., and Pittsburgh, Pa., of- 
fers dealers a chain display stand 
with long-leverage chain cutter. 
When holding its maximum seven 
reels it serves as a chain department 
in itself, occupying less than two 
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square feet of floor space. For more 
information— 


Write in No. B20 on card, Pg. 53 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, Mo., has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Write in No, B21 on card, Pg. 53 


Crescent Tool Co., Jamestown, N. 
Y., has available displays for all the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line- 
man’s tools, etc. The displays, 23 in 
all, can be mounted in units of one, 
two, four, six, 12 and 16 panels. Vari- 
ous fixtures are offered by the com- 
pany at a small cost. No charge is 
made for the display panels, they are 
billed at the cost of the tools on them. 
Stands to mount four, six, 12 and 16 
panels are available at low cost. 
Crescent recently added a series of 
18 fixtures for mounting on Peg- 
board. Each fixture comes with a 
small assortment of tools at the cost 
of tools only. For more information— 

Write in No. B22 on card, Pg. 53 


Campbell Chain Co., York, Pa., of- 
fers the following display units: The 
compact Chain Reel Display Unit, re- 
designed to load from front, incor- 
porates handy chain end holders and 
new cutter. Requires less than two 
square feet of floor space. It has a 
blue and yellow baked finish and five 
accessory bins at top, is 5334” high, 
20%” inside, 214%4” deep. The Proof 
Coil Chain Merchandiser which re- 
quires only one square foot of count- 
er or floor space; shipped pre-as- 
sembled. Unit is 24” high when used 
for counter display; stands 39” high 
when used as a floor unit. Blue 
Temper Proof Coil Chain Assortment 
consists of 3/16” and %” chain in 10’ 
15’ and 20’ lengths; 5/16” chain in 
10’ and 15’ lengths. For more infor- 
mation— 

Write in No. B23 on card, Pg. 53 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, Ill, offers a versa- 
tile point of purchase display stand 
for its line of personal scales. The 
stand, No, D-108, is in the form of a 
wire bracket and can be used as a 
counter or window display, or hung 
on peg board, it is 16” high by 11” 
wide. For more information— 

Write in No. B24 on card, Pg. 53 


Amerock Corp., Rockford, IIl., of- 
fers colored envelope stuffers illus- 
trating the full line of cabinet hard- 
ware for consumers. The folder in- 


cludes the full line of pulls, knobs, 
hinges, catches, and window sash 
locks and lifts. Space is provided for 
imprinting. A variety of free ad-mats 
are also available to interested deal- 
ers. For more information— 

Write in No. B25 on card, Pg. 53 


The Eclipse Lawn Mower Co., 
Prophetstown, Ill., announces that a 
direct mail broadside on Eclipse 
Wasp chain saws is being mailed free 
in quantities up to 500 for dealers or- 
dering two or more saws. The color- 
ful broadside opens up to 34” x 23”. 
Dealers wishing to use more than the 
500 free maximum may order addi- 
tional copies “in-the-mail” at a cost 
of three cents each. For more infor- 
mation— 

Write in No. B26 on card, Pg. 53 


The Yale & Towne Manufacturing 
Co., White Plains, N. Y., provides 
carded hardware as a dealer help in 
boosting sales. Yale also advocates the 
use of mounted samples on display 
boards as a permanent merchandis- 
ing idea. Package merchandisers are 
offered by the company for location 
in strategic positions. All merchan- 
disers are in bright colors. For more 
information— 

Write in No. B27 on card, Pg. 53 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a peg 
board display with crystal clear plas- 
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tic shelf free with its UP-39 Display 
Assortment of Upson’ Standard 
Screwdrivers. The display may be 
used on wall, counter, or shelf; re- 
quires 11 inches of space; price and 
type number are printed for each 
item. Holds 39 drivers, nine sizes of 
fastest moving numbers, and two 
types (31 slotted head, eight cross- 
point). Packed one to a carton. For 
more information— 
Write in No. B28 on card, Pg. 53 


Stevens-Burt Co., Water Master Co. 
Division, New Brunswick, N. J., pro- 
vides a colorful display card for its 
all-angle toilet plunger. The card 
carries an illustrated message and is 
fitted with two holes to slip on the 
yellow plunger handle. For more in- 
formation— 

Write in No. B29 on card, Pg. 53 


Tennessee Coal & Iron Division, 
United States Steel Corp., Fairfield, 
Ala., offers dealers promotion items 
which include folders, leaflets, and 
the Farmers and Ranchers Handbook. 
Color folders feature such items as 
the Griptite Staple and Ranger 
Barbed Wire. Also available to deal- 
ers is a library of films designed for 
showing to farmer, civic, social and 
educational groups. Films may be 
borrowed without charge, with a film 
catalog supplied on request. For 
more information— 

Write in No. B30 on card, Pg. 53 


American Biltrite Rubber Co., 
Chelsea 50, Mass., provides dealers 
with full-color literature, advertising 
mats, and photo artwork for Biltrite 
and Boston Garden Hose and Sprin- 
klers. In addition to a metal display 
rack on casters, a full-color merchan- 
dising display is available which dis- 
plays over 36 coils and may be used 
as an island or against the wall. Also 
available are water flow charts and 
display cards. For more informa- 
tion— 

Write in No. B31 on card, Pg. 53 


Foley Manufacturing Co., 3300 5th 
St., N. E., Minneapolis 18, Minn., 
continues its 14-day trial offer on 
Foley mowers, as a promotional aid 
to dealers. A customer is allowed a 
14-day trial on his lawn. If not sat- 
isfied, he may return the mower and 
get his money back. Dealer has noth- 
ing to lose as the company states that 
it will replace the used mower when- 
ever requested. Window streamer 
and ad mats available on all items 
including a banner on the new 32” 
Quad Cut mower and trimmer for 
1960. For more information— 

Write in No. B32 on card, Pg. 53 


O. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven, Conn., makes 
available to dealers consumer stuffers 
for enclosure with mailings or count- 
er use; a consumer stuffer on Moss- 
berg’s 4X scopes and its latest ad- 


justable power scope; and a Retail 
Sales Manual for the dealer and his 
sales staff. In addition, the company 
offers free electrotype advertising 
mats. For more information— 
Write in No. B33 on card, Pg. 53 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. M-62T con- 
tains metal wall merchandiser and 
13 bit assortments of the Irwin Sello- 
paked 62T Bits, one of each size 
4/16” through 16/16”. No. M-88 con- 
tains metal wall merchandiser and 
20 bit assortment of the Irwin Sello- 
paked Speedbor “88” Wood Bits for 
electric drill, two each of even sizes 
and one each of odd sizes %4” to 1”. 
No. 430 contains metal wall merchan- 
diser with assortment of 30 amber 
plastic handle screwdrivers in the 
five most popular sizes. All displays 
have colorful baked enamel finish 
and fit in a minimum of space. A 
booklet on the selection, use and care 
of bits, and a variety of envelope 
stuffers are also available. For more 
information— 

Write in No. B34 on card, Pg. 53 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display tool rolls, newspaper mats, 
counter signs, decals, envelope stuf- 
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fers, and counter coats for sales per- 
sonnel. Display boards offered in- 
clude #31 which is designed as a 
permanent display. The 31 different 
pliers are fastened on the board 
which is %” plywood, measuring 24” 
x 30”. Display boards #69, #96, 
and #93, of the same size, are dis- 
pensing boards containing selected 
assortments of the complete line of 
pliers. A new program includes peg 
board displays available in 12” x 24” 
and 24” x 24” panels both dispensing 
and permanent type of displays 
which can be made up in 48 differ- 
ent assortments or in special assort- 
ments according to the distributor’s 
wishes. These panels can be hung up, 
can be easeled, can be arranged in a 
back to back display (two panels) or 
in the case of the 12” x 24” panels 
they are also available in three-sided 
and four-sided rotators. No charge is 
made for the boards when merchan- 
dise is purchased, boards remaining 
company property. Small 41%” pliers 
available in five different patterns 
are merchandised on 3-color display 
board and are also available in a 
velvet lined fitted case. Advertised 
as Channellocks “Little Champ” pli- 
ers. A colorful display featuring four 
Electronics Pliers is also offered free. 
For more information— 
Write in No. B35 on card, Pg. 53 


Parker Sweeper Co., Springfield, 
Ohio, offers dealers and distributors 
free of charge a wide range of pro- 
motional material including catalog 
sheets, envelope stuffers and window 
banners. Also free newspaper mats 
and radio script and TV films are 
available for use under Parker’s 50- 
50 cooperative advertising plan. For 
more information— 

Write in No. B36 on card, Pg. 53 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Write in No. B37 on card, Pg. 53 


Fuller Tool Co. Inc., 3522 Webster 
Ave., New York 67, N. Y., offers 
a complete self-service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 
screwdrivers, individually carded and 
priced, may be hung from the rack 
for customer convenience. For more 
information— 

Write in No. B38 on card, Pg. 53 


Bridgeport Fabrics, Inc., Bridge- 
port, Conn., offers free of charge a 
window streamer featuring Inner- 
Seal, extruded rubber garage door 
weatherstrip. The streamer, which is 
hung vertically, measures 842” x 17” 
and is black, yellow, and white. For 
more information— 

Write in No. B39 on card, Pg. 53 
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Stanley Hardware, division of The 
Stanley Works of New Britian, Conn., 
has developed a Hardware Center for 
the retailer which offers basic stock 
selection, positive inventory control, 
and organized visual display. A total 
of 174 fast-selling items were selected 
and mass merchandised in 22 product 
related groups. The basic selection 
is compatible with the NRHA Turn- 
over Handbook. All items are visu- 
ally packaged. Wire display racks 
organize the products into related 
groups. Group header signs identify 
each product group. Inventory con- 
trol cards are supplied for visual 
stock control. A merchandising man- 
ual, installation instructions, and 
complete promotion kit are supplied 
with the sale of any 11 groups. For 
more information— 

Write in No. B40 on card, Pg. 53 


Lamson & Sessions Co., 5000 Tie- 
deman Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexi- 
ble bolt display, the stand of which 
is 54” high, 24” wide, and 24” deep. 
Display trays are 14” deep, 23” wide, 
and 9” high, and provide an eye- 
catching setting for the company’s 
“Brite-Plated” bolts, nuts, and 
screws. For more inforrnation— 

Write in No. B41 on card, Pg. 53 


G. N. Coughlan Co., 29 Spring St., 
West Orange, N. J., has a cooperative 
advertising arrangement wherein 
the maunfacturer pays 50% of a 
dealer’s cost (up to $5.00 as manu- 
facturer’s maximum share of each 
ad) on any ad placed by a dealer on 
any of manufacturer’s line of house- 
hold chemicals. For cash refund of 
manufacturer’s share of each ad cost, 
the dealer sends tear sheet and in- 
voice from the newspaper to manu- 
facturer within 30 days after inser- 
tion. Mats are furnished free upon 
request. Also available are counter 
cards and window streamers. For 
more information— 

Write in No. B42 on card, Pg. 53 


The Edwin H. Fitler Co., Philadel- 
phia 24, Pa., offers the following sales 
aids: (1) Octagonal Display and Dis- 
penser Boxes for 3/16” dia. up to and 
including %” dia. sizes both Manila 
and sisal rope, (2) Fitler measured 
rope marked at intervals of 5. Avail- 
able on request in Fitler Octags only 
in sizes %4”, 5/16”, %”, and %” 
diameters. (3) A wire rack requiring 
20” x 30” floor space for displaying 
and dispensing three sizes of rope—a 
small charge made for this rack when 
ordered with 300 lbs. or more of rope. 
(4) “Take-Along” coils of Fitler Ma- 
nila rope, 50’ and 100’ individual coils 
wrapped in polyethylene for self- 
service selling from Dispenser Rack. 
The rack, on rollers, is furnished free 
when a complete group is ordered. 
Delivered in 300 lb. lots (order may 
be combined with other Manila rope). 
(5) The No. 57 Rope Merchandiser, 
54144” x 444%” x 23%”, will hold six 
full Octags or six full reels of rope 


or a combination of both. Rope feeds 
through guides to a measuring device 
and cutter. To all dealers handling 
Fitler brand Manila rope, Fitler will 
furnish, on request, metal signs for 
counter or wall use. For more in- 
formation— 
Write in No. B43 on card, Pg. 53 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill.. manufacturers of wire 
goods, wire specialties and hardware 
construction sets consisting of seven 
styles of saw horse brackets and eight 
styles of folding table leg brackets 
for the do-it-yourself trade, has 
available for dealers envelope stuff- 
ers which may be obtained in moder- 
ate quantities without charge upon 
request. A silent salesman wire dis- 
play rack is available without charge 
in a choice of two balanced assort- 
ments of four construction sets. 
Counter models for three styles of 
saw horse brackets and three styles 
of folding leg brackets are available 
without charge under certain condi- 
tions through wholesalers. For more 
information— 

Write in No. B44 on card, Pg. 53 


Independent Nail & Packing Co., 
Bridgewater, Mass., has display 
boards available on each of the fol- 
lowing: Stronghold line of nails, 
Drive-Rite aluminum nails, non fer- 
rous nails, conduit staples, and the 
Farm Family board. For more in- 
formation— 

Write in No. B45 on card, Pg. 53 


Weber Tackle Co., Stevens Point, 
Wis., offers a wide variety of per- 
manent metal displays in addition to 
many sturdy display panels of heavy 
cardboard. All are furnished free with 
standard assortments of tackle items 
and a number of them may be pur- 
chased empty at a nominal cost. The 
Perma-Pak Crawler rack displays 
nine dozen 6” crawlers in assorted 
colors, three crawlers in each of the 
36 aluminum trays with plastic 
sleeves (Assortment No, LC9). The 
No. RRM “Squirrel Cage” revolving 
rack has a screen of %4” wire mesh 
on five sides; capacity one to three 
gross of spoons, spinning lures, etc. 
Stren level leader packs and knotless 
tapered leaders are displayed in a 
six - doxen metal unit available 
through Weber, one of the 10 au- 
thorized Stren agents. Metal displays 
for flies, loose hooks, treble hooks, 
snelled hooks and many other tackle 
items continue to be available. For 
more information— 

Write in No. B46 on card, Pg. 53 


Turner Corp., 821 Park Ave., Syca- 
more, Ill., outlines its promotional 
helps to dealers in a brochure en- 
titled “7 Ways to Increase Your 
Torch Profits.” In addition to mak- 
ing available floor or wall display 
units and envelope stuffers, the com- 
pany suggests that the dealer feature 
specials, that he buy during promo- 
tional specials, and that he work up 
a propane tank exchange program. 
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Turner also will pay a 50% news- 
paper advertising allowance up to 
$25 per month, and urges dealers to 
cash in on the company’s national 
advertising program. For more infor- 
mation— 

Write in No. B47 on card, Pg. 53 


Lazy Boy Lawn Mower Co., Inc., 
1315 West 8th St. Kansas City, Mo., 
offers to dealers without charge mail- 
ing pieces and ad mats on all mower 
models. A new commercial line of 
mowers has been added to the 1960 
line. For more information— 

Write in No. B48 on card, Pg. 53 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers sev- 
eral rope merchandisers, available 
through wholesalers. Merchandiser 
No. 57 holds six full reels, or six full 
cartons of rope, two of which may be 
the 100# size; will hold either car- 
tons or reels or any combination of 
both; rope is fed through guides to a 
measuring device and cutter. The 
“Pick-Me-Up” holds individually 
wrapped 50’ and 100’ coils of “4” ,3%”, 
and %” dia. Manila Rope; free with 
initial order of approximately 100 
ibs. of rope which stocks it; all metal 
and mounted on casters; dimensions, 
22” x 22” x 454%”. Made of heavy 
gauge wire and designed to display 
rope in cartons (Colpacks), the Col- 
pack Rope Rack holds one Colpack 
25, two Colpack 50’s and Water-Ski 
ropes, rope in small coils, or twine 


items on the top shelf. Or if desired, 
the small rack holding three 9” reels 
of Nylon or Polyethylene Rope may 
be displayed on this shelf; requires 
only 20” x 30” floor space. Colum- 
bian has a small display rack which 
holds three 9” reels of “Stabilized” 
Filament Nylon Rope “4”, 3%”, 1%” 
diameters; or High Tenacity Poly- 
ethylene Rope, “4” and %” diam- 
eters. Delivered free with three-reel 
order for either rope. For shelf or 
counter display and for use with 
Pick-Me-Up or Colpack Rope Rack. 
Also available is a standard assort- 
ment of window display material in- 
cluding ship cutouts, samples of 
Manila and sisal fibre, folders and 
pamphlets, and a colorful dealer sign. 
Various counter display cartons of 
jute twine, Mason’s line, and Christ- 
mas twine are also available. For 
more information— 
Write in No. B49 on card, Pg. 53 


Hoosier Tarpaulin & Canvas Goods 
Co., Inc., 1302-10 West Washington 
St., Indianapolis 6, Ind., offers new 
complete sales programs for whole- 
sale distributors on Hoosier Tarpau- 
lins, Tents, and Boat Covers. These 
sales programs include the suggested 
stock of the fastest selling sizes or 
models and complete advertising, 
sales promotion and selling aids in- 
cluding miniature tarpaulins and 
tents, wall display posters, signs, 
newspaper ad mats, self-mailer enve- 
lope stuffer brochures, list price sell- 


ing catalogs, individual display car- 
tons, inventory control cards, and 
glossy photos. For more informa- 
tion— 

Write in No. B50 on card, Pg. 53 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., offers five assortments 
with colorful display plates which 
have a 3-way display. They may be 
displayed on the counter with the in- 
stalled free standing legs, hung on 
%4” or Ys” perforated board, or af- 
fixed permanently to wall or counter 
with screws furnished. These assort- 
ments contain Turnbuckles, machine 
threaded Eye Bolts, Lag Screw 
Threaded Eye Bolts, “S” Hooks, and 
“Uy” Bolts. For more information— 

Write in No. B51 on card, Pg. 53 


Southern Screw Co., Statesville, N. 
C., offers the Wood Screw Actual 
Size Chart which is designed espe- 
cially for the hardware dealer with a 
customer who wants a wood screw 
“just about this size.” The chart il- 
lustrates the actual size of wood 
screws in lengths from 3/16” to 6” 
and #0 to #24 diameters. Also il- 
lustrated are driver types and head 
styles with materials and finishes 
listed. The chart is printed on glossy 
stock. Dealers may obtain the chart 
without charge from their distributor 
—available through this source only. 
For more information— 

Write in No. B52 on card, Pg. 53 





GLEASON 
-ANTHES 


GLEASON WHEELS 


for replacement, do-it-yourself 


FUSEES 


Fast selling products for: 
HOME - FARM : 
INDUSTRY - | 
_« CONSTRUCTION _ 


ANTHES SAFETY EQUIPMENT 


HIGHWAY 


and karting Available in both 


wire base and spike 
NARROW types. Meets speci- 
fications of Bureau 
HUB of Explosives, U.L. 
WHEELS and 1.C.C. and state 


regulations. 
Top-quality welded steel 
discs; semi-pneumatic, wide 
tread tires; heavy duty ball 
bearings. Exclusive narrow 
hub design lets you fill 
more requests with small 
inventory of wheels. 


TORCH 


Heavy steel body; 
double seams 
prevent leakage; 
weighted bottom 
corrects tipping. 
Square burner 
assures large 
flame in any 
weather. 


WHEEL- 
BARROW 
WHEELS 


Rugged, 2-piece bolted take- 
apart construction; 3” ball 
or %” roller bearings; 7” 


fica- 
hub width. Available with So balkee- 
2 or 4-ply 4.00”x8" tires and one-piece steel or 
tubes, or as hubs only. heavy-gauge alumi- 
G num. 
WEATHERCAP 
GO-KART WHEELS Year ‘round protec- 


Demountable, bolted split- tion from rain, 
rim sections for easy tire snow, dirt, insects, Flag has extra heavy steel 
ot owe repairs. Offset hubs for safe- etc., for engines jointed staff with 16” folding 
ty; Zerk —— for easy with vertical ex- steel base. Comes complete in 


ee lubrication apered or haust stacks. Fits heavy red canvas bag with 
we ——", heavy duty ball bearings. 1” -6-3/16" stacks. snap fastener. 


REFLECTORS 

Lens-Anthes Trilite 
made of DuPont 
Lucite. Exceeds 








—GLEASON CORPORATION _ 
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NEW PRODUCTS 


Packaged Boat Lights 


A completely packaged Boat-Lite 
Kit designed by Burgess Battery Co., 
Freeport, Ill, is proclaimed to meet 
the requirements of new laws in 38 
states for standard navigation lights. 


The Burgess packaged system re- 
tailing at $12.70, includes a red-green 
bow light and white stern light 
mounted on an ensign staff. Both 
are powered by a steel-encased 6- 
volt battery designed for 60 hours of 
intermittent operation. 

The self-display carton contains an 
illustrated explanation of boating’s 
“Rules of the Road,” as well as a 
summary of official Coast Guard and 
state regulations governing small 
boats. For more information— 

Write in No. 273 on card, Pg. 53 


Tamping Roller 


The Jitterbug Roller, developed by 
the Goldblatt Tool Co., Kansas City 
41, Mo., is said to speed up concrete 
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tamping, improve final slab quality 
and cut finishing time. The Jitterbug 
Roller (R) is used like a float—the 
operator pushes it out over the slab 
and pulls it back toward him. 

Ninety-one steel rods mounted on 
15” diameter wheels ride the mix to 
push the larger aggregate just below 
the surface, out of the way of the 
finishing trowel. Supplied with a 12’ 
magnesium handle, the handles on 
the tool are interchangeable with the 
extension handles on Goldblatt long 
handied floats. 

Cost of the tool is $54. For more 
information— 

Write in No. 274 on card, Pg. 53 


Park Cycle 


With a convertible cross bar al- 
lowing this park cycle to be enjoyed 
by boys and girls alike, the Super 


For more information on these new products 


use the return free post card on page 53 


DeLuxe 16” model is introduced by 
Murray Ohio Manufacturing Co., 635 
Thompson Lane, Nashville 4, Tenn. 
Finished in flamboyant red and 
white trim and white wheels, it also 
has a white vinyl saddle with red 
piping, white bow form pedals, and 
white plastic finger grips, knuckle 
guards and multicolor streamers. 
Chrome fenders and _ adjustable 
chrome handlebars are highlights of 
this model. For more information— 
Write in No. 275 on card, Pg. 53 


Drill Packages 


The Henry L. Hanson Co., Worces- 
ter, Mass., is now shipping all High 
Speed Steel Drills up to %” in size 
in newly designed special envelopes. 
Developed for the convenience of 


both wholesalers and dealers, all per- 
tinent information on quantity, style 
number, and drill size, is contained 
at the top of the package in easy-to- 
read type. They are printed in the 
Hanson family color scheme of green, 
yellow, and white. For more infor- 
mation— 
Write in No. 276 on card, Pg. 53 
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Motorized Lawn Sweeper 


Economical sweeping and sturdy 
construction are featured in the self- 
propelled Power Chief motorized 
lawn sweeper introduced by Miami, 
Inc., Springfield, Ohio. Powered by 
a 4-cycle, 2% h.p. gasoline engine 


equipped with recoil starter, the unit 
sweeps a full 25” swath. Three-point 
suspension design provides easy 
maneuverability. 

All wheels and pinions are of cast 
iron. A hand throttle allows speed 
control. The Power Chief features a 
744-bushel removable hopper. 

Completely assembled in one car- 
ton. For more information— 

Write in No. 277 on card, Pg. 53 


Car Wash-and-Wax Liquid 


A product which combines cleans- 
ing agents with a polishing wax in a 
water base solution is announced by 
the Simoniz Co., 2100 S. Indiana Ave., 
Chicago. Called Wax,O, it is de- 
signed to wash a car clean and also 
impart a visible, hard wax finish. 


To apply, a 4-oz. capful of Wax.O 
is mixed with one gallon of water. 
Then the mixture is applied to a seg- 
ment of the car’s surface. Next, the 
surface is wiped off, removing dirt 
and grime with the moisture. The 
wax remains, leaving a high polish 
when it is buffed with a clean dry 
cloth. 


It is said to be especially effective 
on the new melamine and acrylic fin- 
ishes. 

Suggested list price of Wax,O is $2 
for a 16-oz. container. For more in- 
formation— 

Write in No. 278 on card, Pg. 53 


Automatic Rifle 


A streamlined autoloading center 
fire rifle for big game hunting is 
announced by the Winchester-West- 
ern Division of Olin Mathieson 
Chemical Corp., New Haven 4, Conn. 


eo 


The rifle, chambered for the 308 
Winchester cartridge, incorporates 
features of the M-14 military rifle 
recently adopted by the U. S. Army 
and now being produced by Win- 
chester-Western. 

Suggested retail price is $155. For 
more information— 

Write in No. 279 on card, Pg. 53 


Parka-Hood Rainsuits 


Dixie Trading Co., 158 Garnett St., 
S.W., Atlanta 3, Ga., offers parka 
hood rubber-coated Rainsuits at $3.15 
a set: #RC-25, Olive Drab and #RC- 
30, S-M-L (XL available at $3.47). 

The jackets have taped and sealed 
seams, feature raglan sleeves, zipper 
fronts with gussets, snaps on cuffs. 
Hoods have draw-cords. 

The pants are made of natural rub- 
ber, will not crack, peel or break. 

The suits are individually packed 
in poly bags. Made in Japan. 

Pants or jackets may be sold 


SOUTHERN HARDWARE for AUGUST, 1960 


separately. S-M-L at $1.83 ea.; XL 
at $1.99 ea. For more information— 
Write in No. 280 on card, Pg. 53 


Rol-O-Valve Tank Ball 


A new tank ball to stop toilet bowl 
leaks is being manufactured by Rol- 
O-Valve Co., Warner Robbins, Ga. 
The product has been tested and ap- 
proved for use in all types of water 
and is guaranteed five years. 





No tools are required for installa- 
tion. The old one is screwed off and 
the Rol-O-Valve is screwed on, ac- 
cording to the manufacturer. In use, 
it seats in a different position each 
time. It is said to be self threading 
and acid resistant. 

All inquiries should be sent to 
Rol-O-Valve Sales, Box 167, Ameri- 
cus, Ga. For more information— 

Write in No. 281 on card, Pg. 53 


Double Extension Rule 


A No. X46X Double Extension Rule 
with 16” markings that takes inside 
measurements from either end is an- 
nounced by The Lufkin Rule Co., 
Saginaw, Mich. 


However the rule is unfolded, a 6” 
brass extension slide is always ready 
for use on the first section. This rule 
is of the same heavy duty construc- 
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SRL LL aM La Da 
Do YOUR Customers prefer 


Mounted or Trailer Mowers? 


You'll find ALL types in the 


SUN-MASTR® 


The nation’s most complete line 
of Tractor-operated Mowers. 


Trailer — 3-point — Snap Coupler, 
Fast Hitch and Center Mounted 


ey 


R 
FREE 20 page catalog. Write today 
SUNFLOWER INDUSTRIES, INC, 


Olathe, Kansas 


SCBA aD aD aa aS 


TEHR-GREEZE 
FABRIC CEMENT 


In Handy Self-Dispensing 
Plastic Squeeze Bottle 


Same high quality patching cement in a 
handy plastic squeeze bottle that eliminates 
messy paddies, brushes 

and waste. For the 

instant repair of tar- 

paulins, binder canvases, 

canvases, leather ma- 

terial or any item it 

can penetrate. Thousands 

of uses. Sold by leading 

jobbers and dealers 

everywhere. Comes in 2 

oz., 6 oz, and 16 oz. 

plastic bottles. Larger 

sizes packed in 

containers. Write 

free sample, prices and 

literature. 


Comes in attractive 3- 
color counter display car- 
tom, (12 to « package) 





VAL-A COMPANY 


700 W. ROOT ST. CHICAGO 9, Ill. 
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tion as the regular No. X46 Red End 
Extension Rule. 

Made of hardwood, the rule has 
bold face figures and graduations, 
every 16 inches is marked in red 
letters, and both sides are graduated. 

The No. X46X retails at $3 each. 
For more information— 

Write in No. 282 on card, Pg. 53 


Ti-Eze Fishing Tool 


Ti-Eze, a product of Airborne Tool 
Co., 138 Sierra St., El Segundo, Calif., 
lets fishermen tie hooks to lines and 
leaders with a snell knot in seconds. 
It takes all types of hooks from num- 
ber 20 to 4/0, and works with all 
leaders and lines from % to 50 Ib. 
test. 


Ti-Eze can be used with either 
fresh or salt water tackle, will not 
rust or corrode. It is 44%4” long and 
has a pocket clip. 

Bubble packaged, the Ti-Eze sells 
for $1.98 each. A colorful display 
board is included free with each or- 
der of 12. For more information— 

Write in No. 283 on card, Pg. 53 


WonderCast Reel 


The No. 1779 WonderCast reel is 
introduced by Shakespeare Co., Kala- 
mazoo, Mich., as an economy version 
of the No. 1777 heavy duty model. 

The reel is jet-black with chrome 
appointments. It will be equipped 
with 100 yards of 10 lb. monofilament, 
An extra spool with 12 lb. mono- 
filament will be available also as an 


accessory item. 

The ree] has a micro-drag adjusting 
cone, easy take-off and pick-up which 
can be removed without tools and a 
non-reverse crank control located at 
the top of the frame. 

Retail list price is $15.95 which 
includes the 10 lb. monofilament in- 
stalled on the reel. For more in- 
formation— 

Write in No. 284 on card, Pg. 53 


Aluminum Grain Scoop 


A new Turf Boy aluminum grain 
and feed scoop with a full size #14 
blade is introduced by The Wood 
Shovel & Tool Co., Piqua, Ohio. 


The scoop has a No. 1 grade North- 
ern White Ash handle and a lighter 
approximately .080 ga. aluminum al- 
loy blade, heat treated. 

Lists at $8.16 retail. For more in- 
formation— 

Write in No. 285 on card, Pg. 53 


Torch Specials 


Two new torch kits are being in- 
troduced by Turner Corp., Sycamore, 
Ill., on the occasion of its 90th anni- 
versary. The regular $6.95 Turner 


Propane Torch, shown, will include a 
free spark lighter as a 90th Anniver- 
sary Special. Another special in- 
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cludes the regular $6.95 Turner Torch 
plus an extra propane tank to retail 
at $7.89 meaning a $1.00 savings to 
the consumer buyer. 

The new Turner replaceable tank, 
included in these 90th Anniversary 
Specials and also available separate- 
ly, contains over 10% more fuel at 
the same retail price of $1.94. For 
more information— 

Write in No. 286 on card, Pg. 53 


Carded Putty Knives 


Goodell Co., Antrim, N. H., is now 
packaging its putty knives on black 
and orange cards. The knife shown 
is made of duo-temp steel, rosewood 
handle, and has expansion rivets. It is 








available in a stiff or flexible blade. 
A varied assortment of these knives 
covers a complete range of prices 
from 15¢ to $1.00. A free display rack 
is given with this assortment. For 
more information— 
Write in No. 287 on card, Pg. 53 


Rifles and Shotguns 


A new line of “Grizzly” rifles and 


“Mallard” shotguns is now being 
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mass produced in Toronto by North 
America Arms Corp., Ltd. 

The line includes two .308 cal. 
rifles, a single shot .22 cal. rifle, plus 
a single shot shotgun in 12, 16, 20, 
and .410 gauge and a 12 gauge three- 
shot pump gun with interchangeable 
barrels. 

The Grizzly single-shot .22, shown 
with balance being demonstrated in 
photo, features a straight line feeding 
ramp and special grooves in the re- 
ceiver for easy attachment of scope 
sights. It may be loaded and unloaded 
with the safety on. For more infor- 
mation— 

Write in No. 288 on card, Pg. 53 


Rope-Binding Hook 


Turnbuckles, Inc., Michigan City, 
Ind., recently announced a new Eye- 
type Rope-Binding Hook, designed to 
hold tarpaulins in place on trucks, 
trailers, and boats. It also may be 
used as a clothesline hook and other 
general utility applications. 

Made from .328 zinc-plated wire, 
overall length of the hook is 3% 
inches. Packed 10 to a box, 10 boxes 
to a shipping carton. 

A new size standard rope-binding 
hook, with a 434” overall length, is 
also available. Bulletin TB-360-H 
gives complete specifications. For 
more information— 

Write in No. 289 on card, Pg. 53 


“Johnny Hush" Tank Ball 


A toilet tank ball, guaranteed to 
last a minimum of 10 years, is an- 
nounced by Chicago Specialty Mfg. 


Co., 2954 W. Lawrence Ave., Chicago 
25. 

Called “Johnny Hush,” the tank 
ball is constructed of polysterene. 
The product seals across the top of 
the flush valve, rather than seating 
inside the valve body as regular tank 
balls do. It features a floating stud 
for connecting to lift wires. 

No tools or special parts are re- 
quired for installation. Retail price 
is 98¢ each. For more information— 

Write in No. 290 on card, Pg. 53 








WS8SDS SEEDS 





WITH 


WOOD'S SEED RACKS! 


Put an “extra salesman” in your store—a 


CONTACT US FOR: 


e Lawn Grass 


e Field and 
Garden Seeds 


¢ Pet Supplies 
e Insecticides 


sell... 


Wood's seed rack! You pay only for what you 
return the rest. Fast-selling Wood's 
seed racks please customers, build profits. Re- 


member WOOD’S—the name that sells seeds! 


For more information use Handy Return Card, Page 53 





Tapatco 


"2204 Wane SECusreece wt eaF OFF 


HORSE COLLAR PADS 


% 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Tapatco 


‘20 wees 


TRACTOR SEAT CUSHIONS 


For every tractor and farm 
implement seat. 


See your jobber or write us. 
THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 1881 





a Reler 1 tele): 
WIRE STRAINER 


many leading pump 
manufacturers use Strataflo 
as original equipment. 


Strataflo Foot and Check Valves 
end leakage troubles, save wear and 
tear on pumps and save their cost 
in service calls. They are ideal for 
jet-type pumps. Write for Bulletin 
203 and prices today. 

Order from your jobber. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE INDIANA 


For more information use Handy Return Card, Page 53 





Spinner Blade 


A new variation in the popular 
“Indiana” design of spinner blades is 
being offered by Weber of Stevens 
Point, Wis. It is the “Ripple” Indiana 
Spinner with the metal blade formed 
in a series of crosswise corrugations 
which are said to catch and reflect 
more sunlight than the conventional 
blade. 


“Ripple” Indiana spinners are 
made in single and double styles, and 
in five blade sizes ranging from the 
small 00 to the large size 3. They 
are plated in gold or nickel, bur- 
nished for extra brilliance. The gold- 
plated spinners retail at 25 cents each 
in the single style and 40 cents in the 
double. Single nickel-plated spinners 
are 15 cents each and the double are 
20 cents. 

In addition to the regular package 
of one dozen to a box, these spinners 
are available in various popular dis- 
play panel assortments. For more 
information— 

Write in No. 291 on card, Pg. 53 


Pow-R-Edger 


A power driven lawn edger and 
trimmer for the average homeowner 
is introduced by Jacobsen Manufac- 
turing Co., 747 Washington Ave., Ra- 
cine, Wis. 

Called the Pow-R-Edger, it is said 


to edge up to 90 feet per minute. It is 
powered by a 2-hp, 4-cycle engine 
and is a combination edger and trim- 
mer for outlining flower beds, walks, 
borders, and trimming around trees, 
fences, or obstructions. 

The new unit will retail for about 
$50 less than its commercial counter- 
part, the Edge-R-Trim. For more in- 
formation— 

Write in No. 292 on card, Pg. 53 


Sleeping Bag 


A new sleeping bag model called 
the Traveler, designed for station 
wagon camping, is announced by H. 
Wenzel Tent & Duck Co., 2200 South 
Hanley Rd., St. Louis 17, Mo. It is 
made of quality materials and has a 
full six pounds of 100% Virgin Cela- 
cloud filling. 

Large enough to sleep two people, 








For School-Repair Profits and 
Maintenance-Free Service 


“UNIVERSAL” 
GRAVITY PIVOT HINGES 


for Lavatory Doors 


— 


— 


New Type 4930 
For Flush 
Top Marble 


Here's your performance-proved leader in 
lavatory door hinges for school, institution, 
and public buildings. “UNIVERSAL” Type 
4930 delivers extra strength and durability 
for years of door-swinging service. Beauti- 
fully modern in design, totally enclosed 
dustproof construction, with sag-proof ta- 
pered pintle, smooth-operating ball bearing 
rollers — hold doors in any desired posi- 
tion. Brackets designed for marble, slate, 
wood or metal partitions. In bright or dull 
chromium, or nickel finish. Ask for prices. 
For other MILWAUKEE Hardware see 
Sweet’s Architectural 18e-Mi « . 


806 South 72n 
Ailwaukee 


TY METAL PRODUCTS 
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Pit SFeer. at = “ahs oie Ba es 
For 84 years, Rogers Glue has been tops 
in its class for smooth, sure strength in 
sealing all kinds of woodworking projects. 

Sample joints y eo) 

at right are just ae 

a few of the types 
illustrated in handy 
Rogers Book of 
Woodworking 
Notes which you 
can now have FREE. 


A wealth of wood- 
working informa- 
tion, just the thing 
for aid in teaching. 
Send just 20¢ for a 
jar of Rogers Give 
and your FREE 
copy of Rogers 
Project Plans To- 


For Leather Crafts, day. 











Print Shops, 
and other Industrial Arts Courses. 


ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 





Slaymaker offers * 


FREE RACK 
to display locks in 


SER VAC 


See-Packed Locks Outsell Others as Much as 5 to 1 


Whether you use the free wire rack or display the 
locks on pegboard, counter or bin, you'll enjoy the 
extra profit you make with Slaymaker padlocks in 
the dramatic See-Pack. Ask your jobber, or write ... 
SLAYMAKER LOCK CO. e LANCASTER, PA, 
World's Largest Producer of Brass Padlocks 
ee eee ee ee ee ee 
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MARINE PRODUCTS 


SKI TOWS E-Z SALE RACKS 
Nylon and Polyethylene 


ANCHOR LINES (NYLON) 
Tensiles 500 to 10,000 Ibs. 


West Georgia Mills inc. 
Whitesburg, Georgia 
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THE NEW 1961 HAHN 


POW-R-BOY 66 


ROTARY TILLERS 
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EASY TO HANDLE 
ALSO AVAILABLE 


F. bi 
(COMPETITIVELY PRICED 
WITH BOLO TIMES 


7 





6” AND 8” FURROWER 
ATTACHMENTS OPTIONAL 


\ 


Oo 











Design makes the difference. Gear box and engine 
are right over and slightly forward of the tines — 
weight where you need it to pulverize even hard-packed 
soil and grassy sod without jerking or bouncing. Low 
center of gravity and perfect balance for easy handling. 


Instantly detachable ten-inch wheels and instantly 
adjustable depth bar mounted close to gear box for a 
sweet-looking, compact tiller that outperforms much 
heavier models. 


Up to 3% h.p. engines — each with power to spare, 
thanks to 35 to 1 gear ratio. Over-power with spring 
tension idler roller and belt drive cuts maintenance 
costs and increases engine life. 9 models, 16” to 28” 
width. Reverse drive available. 


SEE US AT NATIONAL HARDWARE SHOW, 
Booths 1082-1055, Coliseum, New York, Oct. 10-14. 


DISTRIBUTORS WANTED! 
Some profitable territories still open. Mail coupon Today! 





HAH N . | N C ; SVAMSVEAE, WEDIANA 


Send me confidential trade information about the new 1961 
HAHN Pow-R-Boy Rotary Tillers (check type of business) : 


[) DEALER C) DisTRiBUTOR 











For more information use Handy Return Card, Page 53 





the Traveler is 54” wide and 84” 
long with a full mattress pocket, two 
72” double pull zippers and weather- 
stripping. It is forest green with a 
colorful Scotch plaid flannel lining. 
For more information— 

Write in No. 293 on card, Pg. 53 


Steel-Polyethylene Shells 


A steel-polyethylene combination 
is incorporated in the new shotgun 
shell introduced by Remington Arms 
Co., Inc., and its Peters Cartridge 
Division, Bridgeport, Conn. It is des- 
ignated the Premium Grade “SP”. 





MAK-A-KEY 
Packaged 
Machine Key Stock 


OVER 60 SIZES AVAILABLE 


The keys that changed buyers’ habits — 12- 
inch lengths of cold finished steel. zinc- 
coated. Made .000" to +.003" oversize: 
rust-proof; just cut, file and fit. Reduce 
See ae Sone seit Srten Baws 
—4 oh gh t the world. 

Sas 6 ce cee. 


MAK-A-PIN 





12-in. lengths of 
ROUND steel bars 





do-it- yourselfers. 


farmers, 
Mak-A- are 





Pp 
pack contains 10, 12-in. bars 
in 7 sizes: 4” to ¥/,". Size 
marked on each bar. 


DEVAN-JOHNSON COMPANY 
520 Rathbone Ave., Aurora, IL 





m : ‘ . ‘ 
CLASSIFIED 
ha . . a 
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FOR SALE 


Hardware for sale in Panama City, 
Florida. Doctor advises me to sell. 
Stocks and fixtures around $12,000. 
Five-year lease on building. Best lo- 
cation in city of 40,000. Mail order 
business in connection with furniture 
and Norge appliances. Have netted 
$5,000 a year. W & W Sales, 1216 Beck 
Avenue, Panama City, Fla. 














Guaranteed to chamber in shotguns 
under all weather conditions, the 
shells will be available in 12 gauge 
long range loads in 2, 4, 5, 6, and 7% 
shot sizes. The bodies, which are of 
one-piece, seamless corrugated con- 
struction, are produced from linear 
polyethylene, and are tough and 
translucent. 


The shell heads are made of spe- 
cially heat treated steel which is 
plated with copper and brass. 

Regular Remington “Express” and 
Peters High Velocity shells will still 
be available at standard prices. For 
more information— 

Write in No. 294 on card, Pg. 53 


Cleaning Compound 


A cleaner concentrate, known as 
DCD-35, which disinfects, cleans and 
deodorizes in one operation, is of- 
fered by James Good Co., Susque- 
hanna Ave. & Martha St., Philadel- 
phia 25, Pa. The concentrate can be 
diluted one part to 30 parts of water. 
Cleaning action is due to blended 
soaps. For more information— 

Write in No. 295 on card, Pg. 53 


Behr Clear Finish 


Behr-Process Co., formerly Linseed 
Oil Products Corp., 1608 Talbert Ave., 
Santa Ana, Calif., announces that its 
Behr Clear Finish No. 1 for Redwood 
now comes in a round can instead of 
a square one. It is said to be easier 
to handle, to display, and for cus- 
tomers to use. 

The resin-free Liquid Raw Hide 
clear finish has great elasticity, dura- 
bility, and water resistance. Brings 
out the depth and true color of red- 
wood, cedar, mahogany, and other 
woods. 

List price: pint, $1.20; quart, $2.00; 
and gallon, $6.10. For more infor- 


mation— 
Write in No. 296 on card, Pg. 53 


Roto-Edger 


O. Ames Co., Parkersburg, W. Va., 
announces its Roto-Edger No. 30 De- 
luxe Model for grass trimming and 
edging. 

The exclusive adjustable shear 
blade raises so that shear disc teeth 
are above trench bottom cutting, not 
clogging. Blade tension is adjust- 
able. Blade is self-sharpening. 

The edger has dua] rubber tires 
for traction and easier handling, and 
it works forward or back. 

Shipping weight is 5 lIbs., 7 ozs.; 
retail price is $6.95. For more infor- 
mation— 

Write in No. 297 on card, Pg. 53 
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ALWAYS SELL GENUINE 


iv \e 


_AaMOILY 2 


SCREW ANCHORS and JACK NUTS. 


For more information use Handy Return Card, Page 53 
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nl ardner’s | 
PROF T-LINE 
ROOFING, FLOORING 


"TenPeooring courvunss 


Gardner is “solid” in the “Soli ‘ 
More distributors sell more dealers 
Gardner Products than any other Roofing 
Compound line in Dixie. This unprecedented 
popularity means extra profits for your 
business! 

Write for our free booklet on Gardner's Sunsational, 
mew MOBILASTIC ALUMINUM ROOF COATING 


TAMPA 2.1624 


Pe Pert ASPHALT PRODUCTS CO. 


S12 RUBY ST., TAMPA, FLORIDA 


ON 











A Great MASONRY 


...for your customers 


DRILL 





Here's the most efficient single-cutter masonry drill 
for the homeowner, contractor and builder...a great 
sales and profit item for you. Cutter and drill body 
are virtually the same diameter to assure clean, 
accurate holes. All-worm feature pulls pulver- 
ized material up and out of hole to prevent 
binding. reduce overheating and lessen wear 

on cutter. Drilis without water. Diameters 

from '\4,” to 1%". Lengths to 24°. For use 

with standard rotary electric or air drills. 











EI] 


MASONRY DRILLS 


PACKAGED FOR FAST 
SELLING...ALL TIP TOP 
Drills 6” in length and 
smaller are “skin pac! - 
on colorful cards. Drills are 
clearly visible for easy iden- 
tification. Convenient for 


pegboard display. 


For the ultimate in production drilling 
... Stock CONCRETE- TERMITE Carbide- 
Tipped, Multiple-Cutter Drills. Exclusive 
Nitride Hardening extends dust-remov- 
ing worm life up to 500% longer than 
Grills that are not hardened. Diameters 
from %&" to 6". Lengths up to 36”. 
Core design in % ° and larger diameters 
(drill only the rim of the hole). 


RELTON rR 


THE Lae 


<\VAVAN 





For further information write. . . 


99 N. LOTUS AVENUE 
PASADENA, CALIFORNIA 











CUSTOMERS 
ARE SATISFIED 


Exclusive water-proofing and uni- 
form thickness prevents leakage 
and waste. Here is quality that 
keeps your customers coming back 
for more. Special attention to odd 
size cup orders. Advertised 

t the South and South- 


DEALERS 
PROFIT... 


Make Extra Profits from 
KAYO, TIP-TOP and ADAMS 
Steel Hand Tools, Cold Chisels, Punches, ete. 


SOUTHERN HARDWARE for August, 1960 


For more information use Handy Return Card, Page 53 





Loosens Rusted Bolts 


parts! 


J 
« 


a= YOUR JOBBER HAS IT! 
rd RADIATOR SPECIALTY CO. 


CHARLOTTE, N. C. 


nuts, screws, ‘frozen’ 


LIQUID 
WRENCH 


SUPER-PENETRANT 


“The mechanic’s friend 
+ « « works in seconds’”’ 


103 





A 


Acme Shear Co. ...................... 
Adams, Inc., C. F. .... 
Airex Corporation 


American Chain 

Cable Co., Inc., 

American Chain Div. 
American Pad & Textile Co. 100 
American Steel & Wire Div., 

United States Steel .. 
American Steel Wool 


g. es - wae 
Amerock Corporation 
Ames Company, 

Anchor Wire Co 

Animal Trap Co. of America 

Arvey Corporation 

Atkins Saw Div. 
Borg-Warner Corp. 

Atlantic Steel Co. . 

Atlas Screw & Specialty Co. 

Atlas Tack Corp. .. 


B 

Bassick Company 
Bethlehem Steel Co. 
Brookville Glove Company 


Cc 


Campbell Chain Co. ....... 

Carlon Products Corp. ........ 

Champion DeArment 

ool Co. . Front Cover 

Chapin Mtg. Works 
Inc., R. E. * 

Clark Bros. Bolt Co. 

Classified Ads 

Cleveland Mills Co. 

Club Aluminum & Inland 
Glass Div., Club 
Aluminum Products Co. 

Columbian Rope Co. 

Consumers Glue Company 67 

Crescent Tool | Seegoany ‘ ° 

Cross & Co., Ww. 

Div. of Pijmouth 
Cordage Industries, Inc. 

Cyclone Fence Dept., 
American Steel & Wire 
Div., United States Steel 


48, 49 
68 


D 
Deming Company 
De Van-Johnson Co. . 
Devcon Corp. 
Diamond Tool & 
Horseshoe Co. 
Dixie Trading Co. 
Dobbins Div., Chamberlain 
Corp s . 
Draper- -Maynard Co. 83 
ak Div., Red Head 
rand Co. A, 88B 
Dyer Specialty Co., Inc. ° 


E 


Eagle Electric Mf, 
Earle Hardware 


. Co., Inc. . 
fg. Co. od 
Empire Brushes, Inc. be 
Evans Rule Co. . 25 


F 


Fairbanks, Morse & Company 
Firearms International Cup. 
Fitler Co., Ed 
Fleming & Sons 
Flex-O-Glass Inc. 

cep hee 


G 


Gardner Asphalt Prods. Co. . 

General Electric Co., 
Large Lamp Dept. = 

at iy Steel Whse. Co., 
Inc., Gensco Tool Div. 

Gleason Corp. 

Goldblatt Tool Company 

Grabler Mfg. Co 

Graham & Co., John H. 
Bevin Bros. Manufac- 
turing Co., Div. ‘ 

Graham & Co., John H. 
King Cotton Cordage Div. 


H 


Hahn, Inc. 
Hamilton Cosco, Inc. 
Hanna Mfg. Co. . 
Hanson Co., Weenie L. 
Heineke & C : 
High Standard Mfg. Corp 
Hodell Chain Co., Div. 

of National Screw & 


Mfg. Co. 

Hodgman Rubber Co. 9 
Horton Equipment Company ° 
ayee Manufacturing 


Back Cover 
Hy-Ko Products Company ° 


Ideal Fishing Float Company 
Igloo Corporation 
Igloo Corporation 
(Fiesta Div.) 
Illinois Lock Company 
Industrial Plastic Fittings 
iv., The R Plastic 
Industries Co. 
Irwin Auger Bit Co. .. 


J 


Jacobsen Manufacturing Co. 82 
Johnson Service Canpeny ° 
Justrite Mfg. Co. ° 


K 

Keystone Steel & Wire Co. . 
King Hardware Company 
Krylon, Inc. .. 


L 


Lamson & Sessions Co. 


Co 
Linen Thread Co. 
Lufkin Rule Co 
Lyman Gun Sight Corp. 


M 


Mann Edge Tool Company 
Mansfield Sanitary, Inc. 
Marble Arms Corp. 
Marksman Products 

Div. Morton H. Harris, Inc. 30 
Marshalitown Trowel Co.......104 
Master Lock Co. ° 
Mayes Bros. Tool Mig. Co. 103 
Maze Co., W. ° 
Midland Industries, Inc ° 
Milwaukee Stamping Co. 100 
Modern Tool & Die Co. ° 
Molly Corp. . a 102 
Moore Push-Pin Co. . 
Mossberg, O. F. .. 61 
Moto-Mower, Inc. 60 
Murray Ohio Mfg. Co. ° 


N 


National Hardware Show, 

Inc. sean sia 87 
National Housewares 

Manufacturers Assn. 
National Metal Products Co 31 
os . Screw & Mfg. 

Second Cover 
New York Wire Cloth Co ° 
Nicholson File Co. ... 29 
Nixdorff-Krein Mfg. 5 
North & Judd Mfg. Co. 76 
a Steel & Wire 
o. ° 


oO 


om emma Chemical 


Olt Co., Philip 
Ox Fibre Brosh” Co., Inc. 


PQ 


P & C Tool Co. . 

Penens Tool Corporation 
Penn Fishing Tackle Mfg. Co. 
Peters Cartridge Div., 

Remington rms Co., 

Inc. . 17, 

Petersen Manufacturing Co. 
Phoenix Mfg. Co. nat 
Plastex Company . 
Plumb, Inc., Fayette R. 
Plymouth Cordage Co. . 
Portable Electric Tools, 
Puritan Cordage Co. 


R 
Radiator Specialty Co. ... 103 
Red Devil Tools ; ° 
Red Head Brand Co., 
Drybak Div. 88A, 88B 
Red Jacket Manufacturing 
Co Third 
Relton Corporation . 
Remington Arms Co., I 
Ammunition Div. . 
Remington Arms Co., I 
Firearms Div. et 
Remington Arms Co., Inc., 
Peters Cartridge Div...17, 18 


Republic Steel Cop. 
ee eee fg. Co... 
Ridge Tool 

Rogers ay & Glue Co... 
Royal Electric Corp. 
Rubbermaid, Inc. .. 


S 


Samson Cordage Works 
Sandvick Steel, Inc. 
Savage Arms Co 
Schlueter Mite. 0. 
Screw & Bolt Corp. of 
America .. 
Shaw & Sons, M. E. 
Sheffield Div., Armco 


Steel Corp 
Metal Products Co... 
H. B. 


igs 


Shelby 
Sherman Mfg. 

Simplex —» con 
Slaymaker Lock Co. 
Southern Screw Co. . 
we | Works 

Strataflo Products, Inc 
Sunflower Industries, Inc. 
Supreme Products Corp. 
Swan Rubber Company 
Swing-A-Way Mfg. Co 


T 


Tait Mfg. Co. 

Taylor hain Co., S. G. 
Tennessee Coal & Iron Div. 
True Temper Corp. 
Turnbuckles, Inc. 


U 


UMCO Corporation 

Union Fork & Hoe Co. 
United States Plywood Corp. 
United States Steel Corp 
Union Malleable Mfg. Co 
Upson Brothers, Inc. 


V 

Val-A Company 

Victor Saw Works, Inc. . 
Vicheck Tool Co 


Ww 


Want Ads 

Water Master Co. 

Wayne Home Equipment 
Co., Inc. 

Weller Electric Corp 

Wessell Hardware Corp. 

West Georgia Mills, Inc. 

Western ain Co. 

Western Fishing Line Co. 

Wickwire Bros., Inc. 

Winchester-Western Div., 
Olin Mathieson Chemical 
Ga . cninee 26 

Wire Products Co. 

Wiss & Sons Co., J. ase 

Wissota Manufacturing Co. 

Wood & Sons, T. W. 

Woodhill Chemical Co. 

Wright-Bernet, Inc. 

bat ex & Wire 
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Meet Price Competition Profitably with New 


RED JACKET “CUSTOM” 
Submerga PUMPS 


Supplements 

imperial Line of 

“Submerga" Pumps 9 0 T 
Still the finest 

submersible pumps 


available. Have a 


combination of pump 7 GPM MODEL 
and motor features 


not found in any 8 STAGE VY HP 


other domestic or 
| farm submersible Maximum total head 190’. Pumps 
| pump. Still available 270 GPH from 100’ at 20-40 Ibs. 


in all the regular sizes. pressure. 


‘\ 


Built with Traditional Red Jacket Quality 
For Dependable, Trouble-Free Service 


Red Jacket ‘‘Custom Submerga’”’ Pumps have a combination of fea- 
tures that assures high performance and dependable operation not 
available in similar priced units. ‘‘Custom”’ Line retains many of the 
‘“‘Imperial”’ features but are priced to sell competitively with other 
submersible pumps which lack Red Jacket quality. These features 
include: 
A six-spline shaft for a positive drive of impellers. 
A water lubricated, easy to service, 3-wire motor with windings 
hermetically sealed in stainless steel. 
Shrink-fitted, two-piece coupling for easy disassembly of pump 
and motor. Pump ends of rigid cast iron that resist electrolysis. 
High performance pumping to 400 feet with capacities to 900 
gallons per hour. 
Smooth, corrosion and abrasion resistant DuPont Delrin impellers Two Series — 
and diffusers!. 
There are four sizes of the 7 GPM Series pumps from 14 to *4 HP. 7 GPM and 10 GPM 
The higher capacity 10 GPM Series pumps are available with 4 and 
34 HP motors. This gives you a range of models to handle most farm 
and suburban home capacities from most pumping depths. 


Your Red Jacket distributor can explain all the features of Custom 
models ‘““Submerga”’ pumps. He can also explain how they fit into the 
broad Red Jacket line of ““Submerga’’ pumps, jet pumps and water 
conditioners. Call him today. = 


1AA1 Series only ¥ 4 — 
- RED JACKET= 


WATER \\ 
SERVICE | 
RED JACKET MANUFACTURING CO. ow 


Davenport, lowa 


Warehouses: Athena, Ore.; Boyertown (Philadelphia), Pa.; 
Jacksonville, Fla.; Memphis, Tenn 
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For more information use Handy Return Card, Page 53 








